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you will close the binder, not because 
aday has gone, but because the work 
of aday is done — with 
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Kalamazoo Loose Leaf Binder Company 
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A Turn of the Wheel 


shows 


1. Number of days note has run — 
2. Amount of interest due — 
3. Correct maturity date — 





The Metlicke Time and Interest Calculator eliminates the neces- 
sity for mental computation of time and interest. With it 
you can tell your customer immediately the amount of his 
interest, the maturity date and the time his note has run. 
The effect of mechanical interest calculation upon customers 
is to clinch their confidence in your bank and its methods. 


Errorless interest calculation is one reason why the Meilicke should be in your 
bank. There are thirty-one more reasons why you should have it. “The 
complete thirty-two reasons will be sent you upon request. Write for them today. 


Meilicke Calculator Company 


352 North Clark Street CHICAGO, ILL. 
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Brightens Homes 
Lightens W ork 


ILLYS Light brings to America’s farms the 

labor-saving, comfort-giving benefits of elec- 
tricity. It is dependable, economical, carefree. 
Reliability is built into Willys Light by the world’s 
seis largest makers of automobile starting, lighting and 
proves tts action. It cranks itself, runs ignition systems. Write Dept. C for complete 
one tf, ape om Uf. information. Desirable Territory for Dealers Available. 


The air-cooled, Willys - Knight sleeve- 
valve engine burns kerosene, gasoline 


or distillate. Continuous use only im- 


WILLYS LIGHT DIVISION, ELECTRIC AUTO-LITE CORPORATION, TOLEDO, OHIO, U. S. A. 


District offices in Spokane, Denver, Minneapolis, St. Louis, Detroit, Syracuse, Philadelphia, Dallas, Atlanta 
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“Harrison certainly must appreciate my business” 


Amip clamorous selling effort that obtrudes ruthlessly and argues interminably, 
Cyn EV } AVC Remembrance Advertising quietly makes its subtle ap»eal—not to sheer 


reason, but to the heart. 


By deed—not word—it acknowledges the debt of gratitude to those whose 

d Hy patronage makes business successful; injecting a fine spirit of appreciation into 

Vey 1S1 Wg a selfish commercial world; warming cold business relations with the genial 
glow of friendship. 

Remembrance Advertising builds Good Will. And Good Will is the greatest 
asset any firm may have. So through twenty-four years of thoughtful service 
Brown & Bigelow have prospered by helping others prosper. They have shown 
sixty-five thousand grateful clients how to say ‘“Thank You’’ sincerely— with 
welcome articles of discriminating design and certain permanence—the Silver 
Redipoint Pencil here shown—useful desk and pocket specialties of rich Mission 
Leather—worthy calendars of rare harmony and beauty. 








Today, for an ever-increasing clientele of far-seeing advertisers Brown & 
“The House of Quality” Bigelow are devoting the skill and labor of a thousand ingenious workers to 
the intelligent business principle of warm-hearted remembrance. 


Brown & Bigelow — Quality Park — Saint Paul ~ Minnesota 
SAULT STE. MARIE, ONTARIO 








A Safety Valve for Discontent 





By Insuring a Square Deal for the Individual Employee, 
“The Interview Plan’? Makes for Contentment in Banks 


FFICER: Well, Mr. Shaw, how By W. M. JACKSON 


Associate Editor, “Forbes” 


are you getting along? 

Shaw: (A clerk in the Note Tellers Department). 
Not very well. 

Officer: What's the trouble? 

Shaw: I don’t seem to care for the work in the 
Note Tellers. 

Officer: What would you like to do? 

Shaw: I'm interested incredits. Have been study- 
ing the subject for some time and, besides, before I 
came here I was assistant credit man in a small 
concern up town. 

Officer: (Looking at Shaw's personal record filled 
out on the previous day by his department head.) 
According to your department head's report you seem 
to be doing very well. 

Shaw: I'm doing my best, but still I’m dissatisfied. 
I know that isn’t the work for me. 

This is the first part of an actual interview that took 
place between an officer and a clerk in one of the 
banks which has adopted “The Interview Plan.” 

Without reporting the remainder of the conversation, 
let me relate what happened on the following Friday 
when this officer and his fellow interviewers met 


to take definite action on the various 
personnel problems arising from the 
interviews of the week. 

The interview secretary, who has gone carefully 
through the reports of the week's interviews, has placed 
some personnel files before the chairman. Shaw's case 
comes up. According to the record the officer has 
recommended that at the first opportunity Shaw be 
transferred to the credit department. The officer who 
interviewed Shaw briefly states the case. 

The Chairman: (Addressing the chief clerk) How 
about it? Have you any vacancy in the Credit 
Department? 

Chief Clerk: Yes, | had a request for an investigator 
this morning. I think that would be a good place for 
Shaw to start. We can make a shift in the note 
tellers, and put one of the messengers in that de- 
partment. 

Two days later Shaw is transferred. 

The above illustrates how the interview plan helps 
to place men in the work for which they are best fitted. 

What else does it do? 

It acts as a safety valve for discontent. 

It enables every employee to get a hearing on any 
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problem or difficulty con- 
fronting him. 

It makes it possible to 
give each employee an 
increase when he deserves 
it, and not once or twice 
a year according to the 
usual unscientific and un- 
just method. 

It brings every worker 
into definite contact with 
men of authority—selected 
officers who have the say- 
so on all personnel 
matters. 

Therefore it absolutely 
eliminates the possibility 
of any employee remaining 
for long in a rut. 

It thus increases the 
morale and spirit of the 
employees. They know 
they are being noticed; 
that their record is being 
observed; that there is no 
chance of poor work go- 
ing unnoticed or of good 
work being unrecognized. 

It places merit — per- 
formance — before every 
other consideration. 








Return at once to EMPLOYMENT BUREAU 


Date = 
NAME . Department 
or Nature of Work 
scription comprehensive and specific) 
Punctuality _Appronimate Overtime Work 
% Interested is Lacks Interest 
= 2. Exceptional Aptitude f Ordinary [_] Slow 
y _]} Unreliable 
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ie T —_] Lacks tact 
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SUMMARY 
c Iw Average workman ] Poor workman 
ECIAL REMARKS a 
A brief statement must be made as to the capacity end character of the employe 
Department Head 


PERSONAL REPORT 


this record will meet the 
eyes of the “big boss” or 
the important executives. 

Third. Knowing how 
and when to increase sal- 
aries is another difficult 
problem. The usual 
method is to increase 
deserving employees every 
six months, or once a year. 
In-between raises are 
sometimes given—usually, 
however, upon the urgent 
application of the em- 
ployee. This method 
wrong for two reasons: 

(1). Itautomatically 
places every employee 
upon the same plane as 
regards ability to make 
progress. Some workers 
learn twice as quickly as 
others. They soon out- 
distance others in 
efficiency and working 
ability, and hence are 
worth more. Delay in 
recognizing increased 
worth crushes incentive. 

(2). The method is 


is 








It makes the depart- 
ment heads observe their 
men more carefully and it makes 
them want to help them, to point 
out their mistakes, to encourage 
them in every way possible. 

Let me review some of the prob- 
lems common to growing banks the 
country over. 

First. As the size of the bank 
increases the morale of the work- 
ers decreases unless adequate stops 
are provided. The reasons are: 

(a). The scope of each job be- 
comes smaller, increasing its rou- 
tine nature. 

(b). The employee's “outlook” is 
restricted—he knows less of what 
is going on. He begins to feel like 
a part of a great machine. 

(c). The workers have less con- 
tact with officials and those in 
authority. This contact is a thing 
they prize highly. One word from 
an Official is worth a hundred 
from someone with only minor 
authority. 


out in the interview 


(d). The employees are inclined 
to have the feeling that their efforts 
are hidden; that those who have 
the power to promote or increase 
salaries do not know whether they 
are doing good work or not. This 
feeling creates an inclination to 
“take things easy.” 

Second. The average bank does 
not keep adequate records of the 
past and present performances of 
employees. In a very small bank 
the president or cashier, from per- 
sonal observation, can see what the 
workers are doing and he keeps 
past performances in his head. As 
the business grows this plan is no 
longer possible. And yet few em- 
ployers seem to realize that some- 
thing should be done to meet the 
new situation. An employee can 
have no greater incentive than the 
knowledge that his work is being 
observed; that his performance is 
actually being recorded, and that 
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A special form is provided to make sure that certain definite points are brought 


wrong because it creates 
a constant line of em- 
ployees asking for raises. 
This puts the employer on the 
defensive—a very bad position to 
occupy. It is far better to take 
the offensive — to beat them to it, 
to recognize an employee's work as 
soon as the fact of his increased 
worth is established. 

Fourth. Very often poor showing 
on the part of an employee or 
lack of interest in the work 
due to the fact that he is misplaced. 
He is simply unfitted, by aptitude 
or lack of previous training or 
experience, for his job. And the 
trouble is that too often situations 
of this kind are allowed to continue, 
with harm to the worker and loss 
to the business. The department 
head is prone to think more in 
terms of the work than of the work- 
ers. He must get the work done, so 
he gets the most he can out of the 
men given him. Of course he gen- 
erally knows who his _ poorest 
workers are, but for reasons he 


is 








inks commendable he will “make 

1e best of the situation” and make 

) specific complaint. If he does 
eport one of his employees he 

ynsiders it as an impersonal mat- 

r, seldom going so far as to in- 

estigate the real cause for the 

employee's failure, or suggest where 
he might better fit in. 

Fifth. The loss through sickness 
of employees is not a small item. It 
s far cheaper to prevent sickness 
than to stand the loss caused by 
it. Many sick-leave cases are due 
c>.. 

(a). Improper ventilation. 

(b). Overcrowding. 

(c). Overwork, or 
night work. 

(d). Failure to get early medical 
attention. 

Sixth: How many banks know 
exactly why their employees quit? 
How many endeavor to get at the 
real reasons, make a record of 
them, and then at periodical in- 
tervals analyze the information? 
One complaint or cause for dis- 
satisfaction may not necessarily 
prove anything, but ten or fifteen 
or more resignations of a similar 
nature do mean something. Col- 
lecting and analyzing reasons for 
quitting can be made a valuable 
thing. 

The purpose of the interview 
plan is to provide sensible means 
of solving these and many other 
problems of a personnel nature. 

Four or five times a year each 
employee has an 
interview with 
an officer or ex- 
ecutive. At this 
interview the 
officer has before 
him: 

(a). A summary of 
the important 
information con- 
tained in the 
employee's orig- 
inal application 
blank, or the 
application 
blank itself. 

(b). His progressive 
record—that is, 
a progressive 
record of the 


too much 


employee's past work, showing posi- 
tions occupied, length of time in each, 
salary receivedand, if possible, reason 
for promotion or demotion. 
(c). Report just received from the em- 
ployee’s department head or immedi- 
ate superior. 
Medical report, showing physical 
condition. (The employee need not 
be re-examined each time—twice a 
year is recommended. ) 
(e). Report of self-improvement or ed- 
ucational activities. 

Each morning there is placed on 
the officer's desk the personnel 
files of the employees he is to in- 
terview that day. He either sets 
aside a definite period for the in- 
terviewing (which is preferable), or 
disposes of the interviews as he 
can get to them. 

When the officer is ready he 
sends for the employee, or asks 
him over the phone to come to 
his desk. 

Among the matters touched on 
are: employee's physical condition; 
self-improvement activities; partici- 
pation in employee activities, if 
there is an employee club or asso- 
ciation; his record in his work—the 
report from the department head 
rates the employee on _ interest, 
punctuality, spirit of co-operation, 
dependability, initiative-fitness for 
the work, home life and conditions 
(in a very tactful way). 

The interview usually takes the 
form of a heart-to-heart talk, the 
employee being encouraged to 
“open up,” to speak his mind, to 
say frankly what he thinks of his 


(d). 


It is far cheaper to prevent sickness than to stand the 
loss caused by it 
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work and prospects, to make any 
complaints. Usually the question 
of salary is mentioned by the officer 
first—if he thinks it need be men- 
tioned at all. As a matter of fact, 
if he judges from the conversation 
and the employee's attitude that 
he is entirely pleased and satisfied, 
he makes some such remark as: 
“Well, I believe we can pass up 
the matter of salary this time, if 
you agree.” If the officer feels that 
the employee deserves an increase, 
he tells him so frankly and states 
that he will have the salary com- 
mittee pass upon it at once. 

When the interview is over— 
which may last from ten minutes 
to half an hour—the officer dictates 
or writes out a report on the in- 
terview A special form is pro- 
vided for this purpose to make 
sure that certain definite points 
are brought out in the interview. 
This form has a number corre- 
sponding to the number of the per- 
sonnel file. The employee's name 
does not appear on the form at all. 
This is important, as it protects the 
confidential and personal nature of 
the information contained therein. 

In making his report of the inter- 
view, among other things the officer 
must answer such questions as: 


(a). Is the employee pleased with his pres- 
ent position? If not, what is the 
reason and what remedy do you 
suggest? 

(b). Is he fitted for his work? If not, 
what change do you suggest? 

(c). Should he be promoted? 


(d). Should he re- 
ceive an increase 
in salary? If so, 
why, and what 
figuredo you 
suggest ? 

Once a week, 
the officers or 
executives doing 
the interviewing 
meet to go over 
and to discuss 
such of the in- 
terviews as 
require action of 
some kind. Us- 
ually definite 
action is taken 
then and there. 





(Continued on page 27) 











A Tip from the Department Store 


How an Indianapolis Bank Advertised its Fiduciary 
Services so that They Would Appeal to All Classes 


O doubt you have often won- 
why somebody didn't 
take advantage of the splendid 
opportunity to try a_ broadside 
advertisement of fiduciary services 
in real department store style. And 
yet you dreaded to lock forward to 
actual execution of your idea of 
how it should be done for fear that 
the finished product as it emerged 
from the brain of somebody else 
would be execu- 


dered 


tisement produced recently by the 
Fletcher Savings and Trust Com- 
pany, of Indianapolis. Perhaps it is 
not ideal, but certainly it has avoided 
the obvious pitfalls. The layout 
adopted is attractive beyond expec- 
tations; balance is perfect; it should 
—and did—get attention. The head- 
ings and body of the copy have a 
decided tendency toward depart- 
ment store style, yet they contrive 


to interest the reader without once 
crossing the deadline where cheap- 
ness is employed “‘for effect” at the 
sacrifice of dignity. There isn't a 
cheap line in the whole. 

For example, read carefully that 
announcement and explanation of 
advertisement in the central panel 

“The Fletcher Savings and 
Trust Company has been ad- 
ministered with the conviction, 





tion indeed— 














— first, that as to 


a savings bank, 
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originator to 
produce “‘some- 
thing different” 
In getting off 
the beaten path 
there is always 
the temptation 
to wander too 
far afield and 
thus to lose the 
objective entire- 
ly — equivalent 
in this case to fol- 
lowing depart- 
ment store copy 
too closely in- 
stead of sticking 
to layout and 
general plan. 
Without fur- 
ther warning, we 
submit to the 
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How About 


the Day of 


Reckoning? 





COPYRIGHT, UNDERWOOD & UNDERWOOD 


Traffic at a standstill on the Jersey shore during the recent ‘out-law™ strike of switchmen 


HE United 

States has 
been running 
for the past 
yearandahalfon the momentumleft 
over from the speeding up process 
brought by the war. This momen- 
tum was so great and continued so 
long that the unthinking elements 
among the people seem to accept 
such an abnormal condition as a 
permanent one and to make their 
plans accordingly. That it isnot in 
any sense a permanent condition 
is, of course, easily demonstrated; 
the difficulty is to get the people 
who are now deluding themselves 
into believing that credit inflation 
and prosperity are identical to 
listen to the real facts of the case. 

History indicates that the mass 
of the people during times of 
prosperity and industrial activity 
are nearly always indifferent to 
approaching crises until the period 
during which they might have been 
warded off has gone by. It is a 


grave question whether we are not 
now in such a period and whether 
strenuous efforts ought not to be 
the public that 
assert them- 


made to warn 
economic laws will 





Some Thoughts on Inflation, Speculation and Speed 
and What the Banker Can Do to Help Set the Brakes 


By FRANK PLACHY, Jr. 


National City Bank, New York 


selves just as inevitably as water 
will run down hill, and that in just 
the same proportion as they are 
now indifferent, so will they be 
shocked if a change in the country’s 
economic condition should sud- 
denly arrive. 

All the problems that are con- 
cerned in a condition such as we are 
here discussing are strictly economic 
and the people have a right toexpect 
that the bankers of the country, 
whose business is so intimately con- 
cerned with economics, will show 
them in what direction safety lies. 
Self interest and patriotic duty 
combine in this case to point out to 
the banking fraternity of the United 
States, especially in the smaller 
centers where bankers come so 
directly into touch with commercial 
life, the path of their obligations to 
the public. 

Economics is a forbidding word. 
Millions who daily discuss matters 
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which are 
entirely econ- 
omic imme- 
diately shy if 
the word is mentioned, as if it 
contained deep and dark elements 
dangerous to handle. But _ busi- 
ness men and all individuals who 
must work for their living should 
know that every move they make 
has a direct relation to the 
economics of production and dis- 
tribution, and that if they so con- 
duct themselves as todislocate the 
laws governing such things there 
will be just the same reaction that 
would come from a violation of 
nature's laws. 

Professional agitators, catering 
to the chronically discontented; 
socialists with panaceas of their 
own construction; half-baked the- 
orists who refuse to consider any 
angle of a case but the one in which 
they happen to be interested; and 
that large element whose substitute 
for thinking is a parrot-like repeti- 
tion of something they have heard, 
all contribute to the wide-spread 
ignorance which exists about mat- 
ters which are, in their fundamen- 
tals,extremely simple. Ourpresent 
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problems and the means that must 
be taken to meet them are not in 
themselves difficult to understand, 
but we have been assailed by such a 
large number of schemes not ger- 
mane to the subject that the public 
vision has been clouded. A proof 
of this which is clear at the moment 
exists in political circles. With a 
presidential campaign opening and 
an unusually large number of 
candidates asking the public for 
support, there is an almost com- 
plete absence of discussion of the 
really important problems before 
the country. We hear a great deal 
about things which are chiefly 
sentimental or sectional, or which 
appeal to patriotism, but little is 
said about the underlying things 
which completely overshadow 
everything else. 

Our greatest problem at the 
moment is to readjust industry 
from its war basis to a peace basis 
without the violent dislocations 
which have accompanied such 
readjustments in the past. Con- 
trary to popular opinion, such a 
readjustment has not yet been 
made and cannot be said to have 
been made until the present credit 
inflation and its concomitant evils 
have been eradicated. The extrav- 
agance that seems inevitable in 
war time and that was certainly 
carried to a high peak in the United 
States is still the dominant note. 
The popular theory that prosperity 
is well established in this country 


There is nothing more desolate than an abandoned oil field. 


because factory workers can and 
do afford twelve-dollar silk shirts 
and that shop girls are able to 
wear five-dollar silk stockings is 
false. In exact ratio as its falsity 
misleads the working classes of the 
country, so will be the painful 
awakening when the factory and 
shop owners no longer have orders 
on hand that will permit them to 
pay wages sufficiently high to pro- 
vide the silk shirts. 

While millions in this country 
are proceeding on the theory that 
present conditions are permanent, 
other countries are wide awake and 
are preparing to take full advantage 
of the opportunity which appears 
clear to them. We are so close to 
our own country that we have 
difficulty in getting a proper per- 
spective, but Europeans are not 
thus handicapped. Their leaders 
realize that the United States, with 
its vast stocks of gold and a greatly 
enlarged purchasing power on the 
part of its people, offer an un- 
exampled market in which to sell, 
and they are preparing to sell us 
everything that the best quality of 
salesmanship can dispose of in this 
country. This means that the 
workers of America will soon wit- 
ness open competition between the 
goods turned out in the factories in 
which they work and those made in 
European factories where a totally 
different state of affairs exists. It 
also means that these foreign goods 
will be paid for in such a way that 
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our great stock of gold may b 
drained away from us and the base 
of our huge currency issues taken 
from us. 

The United States is the easiest 
country in the world in which to 
sell and the hardest in which to 
buy. What is simpler, then, than 
that natural causes will operate in 
such a way that a normal equilib- 
rium will again be established, 
making it harder to sell and easier 
to buy? When that comes, the 
high-priced products turned out by 
high-priced labor will meet the 
cheaper products of the cheaper 
European labor. Does it require 
any clairvoyant to see that wages 
and prices will inevitably come 
down in the face of the competi- 
tion which both will meet? 

There are two classes of people 
to whom this should be made par- 
ticularly clear—bankers and labor 
leaders. The manufacturers of the 
country already know it, to a large 
extent at least, because they are 
the first ones to meet the changes 
that are certain to come and are 
able to protect themselves before 
the others know what is upon them. 
Leaders of organized labor, if they 
were of the same intellectual cal- 
ibre as the men who are leading 
British working men, would make 
clear to their followers the obvious 
fact that no amount of curative 
legislation and no abundance of sur- 
face prosperity will halt the changes 
which must come as deflation 


(Continued on page 30) 





According to one authority, $555 is lost in worthless oil stock for every dollar that is 
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ITH a 

bit of 
canvas anda 
good scene 
painter, the Bank of New Rich- 
mond, New Richmond, Wis., reached 
15,000 potential depositors at the 
county fair. “And our officers,” 
says the bank, “are thoroughly con- 
vinced that the favorable publicity 
gained was greater than that gained 
by any other investment of equal 
amount which they have ever 
made.” 

There's a county fair in your 
community. 

Ever on the alert for new means 
of advertising, the officers of the 
bank decided that the St. Croix 
Valley Fair (in reality the county 
fair supported by St. Croix Coun- 
ty) afforded an excellent place for 
appealing to a large number of peo- 
ple, but the problem was how best 
to reach them. 

A survey of tne fair grounas 
revealed the fact that a rest-room 
was lacking and suggested the erec- 
tion of a comfortably furnished 
rest-tent to supply this need. 

Working upon this theory, the 
bank hit upon the idea of having 
a large canvas reproduction of the 
front elevation of the building, 
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How a Canvas Reproduction of a Bank in Wisconsin 
Proved to be the Best Investment it has Ever Made 


and a first-class scene painter was 
hired to paint a false front for the 
tent three-fourths the actual di- 
mensions. Twelve-ounce duck 
was used, and the signs, every stone 
and the minutest details of the 
original were reproduced. 

A large space opposite and about 
300 feet from the entrance to the 
fair grounds was reserved. On 
this space was placed a roomy, 
high-walled refreshment tent, fac- 
ing the entrance to the grounds. 
In front of the tent and forming 
its forward wall was erected the 
painted canvas, stretched taut upon 
a framework of two-by-fours. The 
canvas in the doorway and large 
show-window was then cut out and 
the openings framed in with lum- 
ber so as to strengthen them. The 
door was used as an entrance to the 
rest-tent. Behind the large win- 
dow a counter was built, from which 
souvenirs and various agricultural 
bulletins and pamphlets, advertis- 
ing banking and insurance, were 
distributed. 

In order to arouse more interest 
in the bank’s booth, and as a 
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at the County Fair 
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means of 
obtaining 
further pub- 
licity, a large 
candy jar full of new Lincoln 
pennies was placed in the window, 
and everyone was invited to write 
down his (or her) name and ad- 
dress together with the number 
of pennies he (or she) thought 
were in the jar. Asa prize for the 
person guessing nearest to the 
correct amount, the jarful of 
pennies was given away on the 
last afternoon of the fair. This 
contest not only attracted people to 
the booth and gave the bank a 
great deal of publicity, but also 
furnished a .good mailing-list for 
future follow-up. 

To advertise the guessing con- 
test and rest-room further, handbills 
were distributed at the .gate and 
advertisements were inserted in all 
of the principal newspapers of the 
county, welcoming visitors and 
inviting them to make their head- 
quarters at the bank rest -tent. 
Souvenir dime banks, rulers, drink- 
ing cups, and farm account books 
were also distributed, each of 
them bearing the bank's advertise- 
ment. 

Comments upon this method of 


(Continued on page 20) 








Looking the C 


By FRED COPELAND 


They say crooks never forget 
you, 
That they trail you with 
action and look; 
So, for safety, you'd better 
get posted, 
Have your gun hard by on 
a hook. 
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Aclear view of the bank entrance ~ 
° ~ ~ 
from the cashier's desk affords as 
quick and complete a look at a crook 
as he will be able to get of you 


ROOKS' Corner, it might have 
been called. It fascinated 
scouts from the underworld as 
Montreal draws “dry” week-end- 
ers. I saw them come and go for 
five years, in and out of the tiny 
building—shorter than a freight 
car, a little taller, a bit broader. 
One can see much in a building one- 
tenth the size of a safe-deposit vault 
of one of our financial centers. 
Always these advance agents of the 
underworld wanted a bill changed 
or wanted to sell something, but 
most of all they wanted to examine 
our little steel cash chest. And | 
used to delight them by standing 
in front of the thing and in turn 
examining their features. It is an 
actual fact that in the open or 
summer months when thirty days 
went by without a representative 
of Crookland calling on us, I be- 
came ill at ease. But the little 
chest was so tough and modern it 
was never molested up to 
the time the bank abandoned 
the tiny bird cage of a building. 
That we never got a daylight 
holdup I have never been able to 
explain satisfactorily to myself. 


he «ape 


Curiously enough, one man could 
have held up the bank without 
entering it, for a window, open in 
summer, was located about a yard 
back of the money till. Moreover, 
three rods farther on freight and 
passenger trains were constantly 
passing. No wonder the little bank 
drew flocks of crooks on tours of 
inspection! 

Whatever it did not do in the 
way of an actual holdup, it devel- 
oped a belief in me that banking 
office construction might be so 
arranged that it would at least 
discourage the activity of the 
underworld. I don't believe the 
thought is taken into consideration 
once in a hundred times when a 
new banking office is being planned. 

Not long ago a substantial sum 
was easily taken from one of the 
tellers of a city bank. The affair 
was generaled from a tobacco store 
across the street. When the offi- 
cials of the bank stood in the little 
store and had the thingpointed out 
to them, they were some surprised 
to learn that every wicket in their 
office was in full view from a certain 
point in the store. Such a circum- 
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rook in 
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stance can not help but cause one 
to believe it is well to take a look 
on the outside as well as within the 
office, and to incorporate all the 
safeguards that a thorough search 
of the vicinity may warrant. Nor 
is it always safe to go on your own 
judgment; a competent operative 
of one of the large detective agen- 
cies may be able to point out ex- 
posed spots in the protective 
armament of a prospective or exist- 
ing banking outfit of which the 
inmates little dream. Most banks 
are “members” of the detective 
service of one of the large agencies. 
Unless in case of active trouble, 
the service is paid for but not used. 
I will tell you how to utilize it in 
one matter. Trained operatives 
from the agency to whose service 
you subscribe are often going 
through your neighborhood, and 
they sometimes drop in on you to 
“lamp” your layout and stow 
away the information for future 
use. When one of these operatives 
calls on you, use him a little. Ask 
him to point out your weak spots. 
It is a safe bet your weakest spots 
are so brazen and stand out so 








oldly they are like the spectacles 
n your nose which you have been 
iunting for. 

Fortunately the watch-tower 
dea is double-jointed, allowing it 
to work both ways. Instead of the 
crook using such a point of vantage 
to watch the banker, the banker 
may employ the same scheme in 
watching a crook. Let us fancy 
somewhere high up on the bank 
walls a small window, disguised as 
a ventilator, so arranged that it 
commands the wickets. There 
comes to my mind just such a 
scheme. The innocent ventilator 
is in reality a steel-barred window 
in a partition between the bank 
and a store where there are always 
several men. The window is high 
up, but on the store side a hidden 
flight of stairs rises past the window 
to the floor above. Foot buttons 
in the bank sound an electric gong 
in the store. In the store are re- 
peating rifles, and with hardly a 
chance of danger to himself a 
novice may stand on the stairs and 
with a rifle may drill a crook or 
dominate the situation in a hold- 
up, for no one but a fool would 
take a chance in getting in a lucky 
shot with a one-hand gun at a 
well-hidden rifle-man. The same 
crook might be 


running mate guarding the outer 
door can be banked on to keep 
posted on such hostile movements. 
There is one bank in the Union 
which has a kind of protection that 
runs 23 carats fine with a tempered 
razor edge. Every customer who 
steps in front of this bank's wicket 
stands squarely in front of a loaded, 
cocked pistol, or “set-gun.” But 
the customer does not see it, you 
can bet. If any crook has the mis- 
fortune to pick on this bank there 
will be an operation performed on 
his stomach which will instantly 
send him over the Great Divide 
for repairs and detain him there 
for all time. It is said the mechan- 
ism actuating the trigger of this 
“set-gun’’ is “warranted not to rip, 
ravel or cut in the eye’; a protrud- 
ing guard is so arranged that the 
gun cannot be fired accidentally, 
but only when the operator's brain 
is hooked to the circuit. , 
With the menace of a_ holdup 
always threatening the banker, it 
is fairly surprising that Amcrican 
ingenuity of which we are so proud 
has done so little for his protection 
at the point where it is most needed. 
A vast amount of research was 
done during the recent war in the 
matter of chemicals, gases: and the 





proud to shoot 
it out with pis- 
tols with the 
teller, for the 
so-called “high 
moments’ are 
fascinating to a 
crook and one of 
the very things 
that draws him 
to his calling. 
Here, indeed, is 
a push-button 
which amounts 
to something. 
Electrical de- 
vices that arouse 
the merry vil- 
lagers or thecity 
police are all 
right in so far as 





electric current. Certainly there 
must be somewhere in this research 
something of practical value to the 
man at the wicket. Never was it 
needed more than right now. Sum- 
mer with open roads for the motor 
car may well cause the banker to 
turn uneasily on his pillow at times. 

It is true much would depend on 
the nerve of the man behind the 
wicket, for the kind of crook who 
comes a-gunning would be sure to 
get a gun on the teller before any- 
thing of a protective nature could 
be set in motion. But even a crook 
must have his anxious moments— 
times when he would be occupied 
with matters other than holding 
out a gun. Then would be the time 
to act. Even though some genius 
arranged a device which would 
paralyze a man on the outside of 
the wicket, it would seem to be 
folly to set it in motion when a gun 
was actually held on the victim. 
At a time when I was following the 
trap-shooting game from one large 
shoot to another, it was interesting 
to note the antics of the different 
trigger fingers of the contestants. 
Under nervous strain, men have 
shot before calling for their 
target. Others have almost 
fallen forward on their faces after 
the target was in 














they go, but the 
crook’'s little 


Left: 


bination. 


Right: 


air, failing to 
shoot atall. Any 
uncanny shock 
to a crook’'s 
nerves might 
cause his hand 
muscles to con- 
tract and dis- 
charge his 
weapon with 
deadly effect. It 
is not too 
far-fetched, 
although an un- 
lovely scene, to 
ask you to watch 
one of these 
wretched souls 
who slink to the 
cold shower 
every morning; 








The “window in the wall” may guard all the wickets rom a point of vantage. Center: Teach 
someone in town how to open the vault door so far as the bolt work goes; he need not know the com- 


When the door is opened in the morning, throw the bolts out again 
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to listen to the 
silence as the 


(Continued on page 32) 
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From the Inside Speaking Out 


The Youthful Employees of This Trust Company are 
Taught the Art of Telephoning Along With Banking 


R. Edmonds’ desk, boy speak- 


ing... . Yes, Mr. Edmonds is 
here. Who shall | tell him is call- 
ing, please? . . . Just one minute, 
please.” 


A lad of about 15 was using the 
telephone on the desk of H. O. 
Edmonds, vice-president of the 
Northern Trust Company, Chicago. 
He placed the instrument in just 
the most conveni- 
ent position in front 
of the officer and 
then turned to a 
visitor. 

“Did you wish 
to see someone, 
sir?” 

“Well, yes,” the 
visitor replied. 
“But first tell me, 
please, why you 
said ‘boy speak- 
ing over the line 
a minute ago. 
Who taught you 
to use the telephone in that man- 
ner?” 

“We are taught in the Northern 
Trust Company's school for pages, 
and other juniors, to use the tele- 
phone just as courteously as pos- 
sible. And you see it really isn't 
enough to say ‘Mr. Edmonds’ desk’ ; 
for, while some would realize that it 
was not Mr. Edmonds talking, 
others would not. The “boy speak- 
ing’ saves time and possible em- 
barrassment to the man who would 
think it was the officer. Forhedon't 
want to tell his business to me.” 

The adjoining phone rang and 
the page answered it. 

“Mr. Brown's desk, boy speak- 


ing. . . . No, Mr. Brown is not here 
just now. I expect him back from 
lunch in about a half hour. Is 


there some message?” Evidently 
there was none, for in the same 
breath he said: “If you will leave 


juniors in 


your telephone number, | will be 
glad to tell him that you called... 
Central 5986 . . . Whomshall he ask 
for, please? . . . Allright, Mr. Good- 
win.” Then he made a careful 
memo. 

And telephoning is only one of 











The junior uses a *“*dummy”™ phone connected with the instructor in an adjoining room 


quite a number of things that 
the Northern Trust 
organization are taught in the 
company's effort to make them 
courteous, reliable and efficient. 
The training of these financiers of 
the future is under the direction of 
P. E. Hathaway, employment man- 
ager. Mr. Hathaway is a firm 
believer in developing man power 
and has made a detailed investiga- 
tion of this work as conducted by 
financial institutions throughout 
the country. In regard to the 
importance of this work, he said: 
“Increasing competition and the 
more advanced business methods 
now generally in vogue demand an 
intensified effort to render efficient 
service—the commodity which 
banks have to sell, and one of the 
chief things for which a successful 
bank stands. Every post, great or 
small, contributes directly or in- 
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directly its part toward service, and 
to this end there should be at the 
beginning a judicious and promis- 
ing selection of employees, followed 
by a careful record of their develop- 
ment. 

“Our juniors are divided into 
two sections. Regular 
class-room work is 
conducted each morn- 
ing from 8:15 to9:15, 
and followed by fifteen 
minutes of sharp In- 
dian club, or dumb- 
bell, drill. All of 
this is under the 
direction of a 
competent in- 
structor, whose 
entire time is de- 
voted tothe work. 

“Courses are 
offered in com- 
mercial arith- 
metic,commercial 
geography, En- 
glish, civil government, theelements 
of banking, spelling and writing. 
This work is supplemented by a 
complete schedule for individual 
instruction, each boy (or girl) under 
sixteen years of age being given 
thirty minute periods of private 
tutoring each week, and the older 
ones periods of twenty minutes. 

“The allotment of time for each 
subject is determined by the pupil's 
deficiencies. If he is weak in arith- 
metic, for example, then special 
attention is paid to that subject. 

“Nor is all the time devoted to 
regular text-book work. The im- 
portant matter of training boys for 
their work in the bank is based 
upon the value of courtesy , punctu- 
ality, the proper manner of ap- 
proaching the visitor, use of tubes 
and handling telephone calls—ac- 
complished by the installation of 
‘dummy’ telephones. 








Advertising a New Trust Service 


An Illinois Trust Company Tells the Public How It 
Manages Farm Loans--Other Strong Publicity Ideas 





HE beauti- 

ful prairie 
farm view repro- 
duced on this 
page (Fig. 1) is 
taken from a 
booklet entitled 
“Trust Com- 
pany Manage- 
ment of Farm 
Lands,” issued 
by the Sanga- 
mon Loan and 
Trust Company, 
Springfield, I[I1. 
The booklet and 
the idea are both 
unusual. Con- 
sequently, | am 
reproducing part 
of the former 
and heartily 
commend the 
latter to trust companies similarly 
situated. 

Following are excerpts frém-the 
booklet: 

“If you are the owner of farm 
land, the following pages should 
interest you. Perhaps right now— 
perhaps a little later—but certainly 
the time will come when the matter 
of intrusting your lands to the 
management of others will be a 
matter of great importance to you. 

“You may contemplate the mak- 
ing of a will and by it leaving the 
proceeds of your farms for the benefit 
of persons who may not be capable 
or desirous of managing them. 

“You may wish to create a trust 
during your lifetime to save the 
expense of probating your estate, as 
well as to obtain the services of an 
experienced farm manager while 
you live. 

“You may desire to take a trip, 
and to arrange for the care of your 
farming lands or other property 
during your absence. 
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Fig. 1. An illustration from the farm booklet 


By T. D. MACGREGOR 
Vice-president, Edwin Bird Wilson, Incorporated, 
New York City 

“You may wish to be relieved 
from the burden or responsibility 
of the management of your lands, 
or to place the title in responsible 
hands where it may remain until 
certain contingencies occur. 

“And there may be other reasons 
why a_ responsible experienced 
agent, trustee, receiver, guardian or 
conservator may be desired for the 
care and management of farming 
lands. 

“In such cases it will be a ques- 
tion of great*moment whom to 
appoint, and it is the purpose of 
this booklet to urge a consideration 
of the importance of appointing a 
trustee who will continue to act 
without the interruption of sickness, 
absence, the pressure of other af- 
fairs or death. It will also be 
important to select a trustee who 
will be thoroughly responsible, re- 
liable, and has the knowledge, 
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opportunity and 

ability to carry 

y| out faithfully the 

=| duties imposed. 

F 4 “No individ- 
aeeieges) ual can fulfill all 


of the above 
requirements; 
only can they be 
found combined 
in the corporate 
trustee, — that 
is, the trust com- 


pany. 

“Trust com- 
pany manage- 
ment assures 
honest manage- 
ment. Regular 


examinations of 
each trust are 
made by repre- 
sentatives of its 
board of directors and at least 
once a year an audit is made by 
the state bank examiners. 

“Trust company management 
assures the careful keeping of 
accounts and the rendering of reg- 
ular and accurate statements to the 
parties who may be interested. 

“If any of the proceeds derived 
from the rents or income of the 
farm are to be invested, trust com- 
pany management assures prompt 
investment upon proper security 
and with carefully drawn papers.” 


PEAKING of booklets, it seems 

to me that notwithstanding the 
scarcity of paper and the higher 
cost of printing and engraving, a 
larger number of bank booklets is 
being issued now than ever before. 
It seems also to be true that the 
average quality of such booklets is 
higher than it formerly was. Among 
the - noteworthy booklets which 
have come to my attention in the 
past month are the following: 
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“New England—Old and New” 
—Old Colony Trust Company, 
Boston. This is undoubtedly by all 
odds the most notable bank booklet 
of the year. It is a brochure of 62 
pages issued to commemorate the 
300th anniversary of the landing of 
the Pilgrims at Plymouth and the 
thirtieth anniversary of the found- 
ing of the Old Colony Trust Com- 
pany. It contains some wonderful 
colored illustrations of the historic 
places and events and the reading 
matter consists of the following five 
chapters: 

I. Settlement. 
Il. Colonial Days. 
Ill. Independence. 
IV. After the Revolution. 
V. Industrial New England. 

“Thrift —a handsomely gotten 
up booklet reproducing a series 0 
Savings adver- , _ a 
tisements of the 
Continental & 
Commercial 
Trust and Sav- 
ings Bank, | 
Chicago, the 
series consisting 
of animal pic- 
tures, lessons of 
thrift being 
derived from § 
the following § 
creatures: the ff 


vegun at 












squirrel, the 
pigeon, the Es- 
kimo dog, the 


bear, the ostrich, 
the Shetland 
pony, the camel 
and the cow. 
“Service in 
Banking —the 
Home Bank of 
Canada. A com- 
pilation of the 
remarks and 
suggestions and 
service which 
have emanated 
from the head 
office of this —& 
bank during the 
past scveral 









years. SSS 


“Sent from 


START NOW while the skies are 
clear. 


New interest quarter has just 






MDELITY "TRust ; COMPANY 


MAIN AT SWAN STREET 


Total assets over $20,000,000.00 


in business comes from right 
association. Make a connection 
with an important commercial 
bank by opening an interest’ 
account now. 





California to Everywhere’ — Los 
Angeles Trust & Savings Bank. 
A booklet consisting of the repro- 
duction of a list of illustrated 
newspaper advertisements, calling 
attention to California products 
including citrus fruits, raisins, bar- 
ley, prunes, peaches, walnuts and 
apricots. The booklet covers only 
edible products and that is why 
moving pictures are not included. 

“Who Will Safeguard Your Es- 
tate?’ '—Peoples Savings and Trust 
Company, Pittsburgh. A _ strong 
trust company argument in an 
eight-page folder. The cover de- 
sign includes the reproduction of a 
will 

“Farmers Opinions’ —the 
Farmers Loan and Trust Company, 
Sioux City, lowa. Opinions from 
farmers concerning what 
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AVE you « special interest account with us? If not, 
@art-now. Lf you have, try to increase it, as April 
1st is an opportune time to do thin We will pay 4% in- 
terest from April Ist on money deposited up to and includ- 
tng April 10th. 

Visit our Safe Deposit vaulta. We will be giad to 
show you the details, whether you have immediate use for 
2 box or not. Come anyway and see what a lot of security 
you can get for $5.00 » year. 


Open Saturday evenings from 6 to 9 e 
5 LAFAYETTE NATIONAL BANK } 


LAFAYETTE SOUARE 
Member of Federal Reserve 








ought to be done to increase na- 
tional production. The following 
headings are merely suggestive of 
the ideas expressed: Co-operation; 
Better Machinery ; Education ;Good 
Stock, Seed and Land; Guaranteed 
Price; Longer Leases; Reduced 
Cost of Handling; Abolish Cash 
Rent; Ten-hour Day; Lower 
Freight Rates; Cut Out the Mid- 
dleman. 

“A History of the Mechanics 
National Bank of Trenton, N. J.” 
—a volume that will serve as an 
authentic guide to the industrial, 
political and economic develop- 
ment of Trenton and its vicinity, so 
famous in American history. 

“Advertising Service’ — the 
Guardian Savings & Trust Com- 
pany, Cleveland, Ohio. This is a 
reproduction of 
advertisements 
used by this 
bank and sent 
out to smaller 
banks with per- 
mission to re- 
produce the 
material for 
their own use if 


desired. 











HAT is a 

nice collec- 
tion of adver- 
tisements of 
Buffalo banking 
institutions (Fig. 
2) taken from a 
single issue of a 
Buffalo news- 
paper. I might 
criticize some of 
them in some 
particulars but 
I don't feel dis- 
posed to-do so. 
On the whole, 
they are good. 
That kind of ad- 
vertising helps 
non - advertising 














CITIZENS banks in the 
COMMERCIAL ee 
TRUST COMPANY community as 

“E well as those 


that advertise, 
but, of course, 
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HOW THE MID-WEST IS HELPING THE WORLD 


DUTTTTITIUUTU OTT CO OOOO 


HE Mid-Western Empire of production, whose center 

and business capital is Chicago, is the greatest gram 
market of the world. It has the cattle, hogs and sheep to 
supply meat to America and a large part of the world be- 
sides. Vast supplies of ores, easily accessible and the fue/s 
to smelt them are here. Colossal zron and stee/ and cement 
plants pour out of the district millions of tons of structural 
materials. Timber grown here is converted here by huge 
mills into billions of feet of dumber. Furniture, clothing and 
all other household and personal necessities are produced here 
and exported in enormous quantities. 

















Banking facslities for financing the production and distribution 
of these products to the ends of the earth are here in Chicago! 





Our business banking service, foreign and domestic, has kept pace with 
the ever increasing productive activity of the Great Mid-West. 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 









RESOURCES MORE THAN 500 MILLION DOLLARS 














ADVERTISING SECTION 









learing House 


“The Proof of the Pudding 


Resources Over $35,000,000 





Lies in the Eating” 


ANKERS who have tried our 
Memphis B/L collection service 

can tell you of the satisfaction it yields. 
“Quick and Efficient Service” in words 
and in fact is different, unless the bank 
is actually organized to make good its 
claim. The proof of the pudding lies 
in the eating, and you can by one ex- 
periment verify the claims of “U & P” 


quick and efficient service. 


UNION & PLANTERS BANK 
& TRUST COMPANY 


MEMPHIS TENN. 





OPLEX SIGNS 


PLEX Signs have personality in their raised, 

snow-white letters standing out from a 

dark background. They are excellent day signs as well 

as illuminated night signs. They have greatest reading 

distance, lowest upkeep cost. Let us send you a sketch 
showing how your Oplex Sign will look. 


: ELECTRICAL ADVERTISING 
The Flexlume Sign Co. 1434-44 Niagara St., Buffalo 
Pacific Coast Distributors 


Canadian Factory 
Electric Products Corp. The Flexlume Sign Co., Ltd. 
Los Angeles, Cal. 


Toronto, Ont. 


ADVERTISING SECTION 


the lion’s share of the 
benefit accrues to the 
banks which are doing 
the advertising. 


VERY clever series, 

“Aunt Jemimy’'s 
Bank Maxims,” has been 
developed by Miss 
Cally Ryland, advertis- 
ing manager of American 
National Bank, Rich- 
mond, Va. One of them, 
used on a blotter, is as 











How a Salaried Man Left a Large Estate 


A railroad executive whose only income was 
his salary, wisely took out life insurance 
in order to leave an estate for his family. 


Pinned to the policy was a letter advising 
his widow to consult with the Detroit 
Trust Company for protection when in- 
vesting the money. She liked the way we 
handled her affairs and subsequently created 
a number of trusts for her grandchildren. 


A life insurance trust will similarly enable 
you to leave an estate and obtain this same 
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protection for your heirs; with the added 
advantage of making the protection cer- 
tain, instead of leaving it to the uncertain- 
. . | ties of a letter. 
make bofe ends meet is | 
| 
to let de head uv de 


house foot de bills.” | 


| Ask us for further information on this subject } 
| } 
| 


| DETROIT TRUST (MPANY. | 


All you need do is to make your policies payable 
to us as your trustee; we will sign an agreement to 
handle the money as you wish. We are receivin ga 
larger and larger number of these trusts every year. 


| 
follows: “One way to 
| 
| 


N regard to the ad- 

vertisement of the 
Detroit Trust Company Fig. 3. Constructive bank 
(Fig. 3), Julius C. Peter, advertising 
assistant to the presi- 
dent, writes me: ‘I enclose copy of two advertise- 
ments recently used by us to illustrate how the 
services of the Detroit Trust Company can be used 
in connection with life insurance. These advertise- 
ments have been productive of a considerable num- 
ber of direct and indirect inquiries. They have also 
secured for us the good will of local life insurance 
men, who are an active, able lot of salesmen. Wesent 
reprints of these advertisements to all the members of 
the Detroit Life Insurance Underwriters Association, 
and a number of them took advantage of our offer to 
supply as many additional copies as they might need.”’ 


OPPOSITE POST OFFICE 
DETROIT MICHIGAN 





HERE is human interest in the advertisement of 
the Chicago Morris Plan Bank (Fig. 4) entitled 
“From Push 


Cart to Motor F Cart 
Truck.” This is | ng Elegy 


to Motor Truck 
one of a series of —<<> 

° ° PLAN 
similar adver- 


tisements used 
in the Chicago 
newspapers. 








Over a year ago, an Italian (Tony by name), borrowed 
enough money to pay for his wife's illness, taxes on his little 
home, and some misc: debts. 

Tony made a living by selling goods from a push cart. 

In addition to paying his loan, Tony saved $300.00 and 
with $300.00 more borrowed on The Morris Plan, he pur- 
chased a motor truck. 

. IE = ant To-day things look resy to Tony. 

I INE spirit This is one of the 30,000 examples of Morris Plan “con* 
of commu- rer 

nity boosting is asall sn deseager ool tevveee oo ecto tems OB ge 
hown in an ad a small service charge. Weekly or monthly payments. Service 

S j = pot 


aad confidential. 
vertisement of THE 
the Exchange “S| 


National Bank Che Chicago ° 
Morris Plan Bank 
(A StateBank ) 








and the Ex- 


change Trust 
Company of 





21 North La Salle Street 





Fig. 4. Human interest 














Tulsa, Okla. It 
contains a fine 
picture of the 
skyscraping 
building of the 
combined __insti- 
tutions and the 
advertisement 
reads as follows: 
“No Bank Is 
Bigger Than 
Tulsa— Though 
the Exchange 
National Bankof 
Tulsa is one of the first 100 banks in the United States 
in size, we know that we are not bigger than Tulsa. 

“What is best for Tulsa is best for us. This is not 
a mere motto—it is an everyday working policy of 
this bank. 

“Our officers and directors are always interested 
in ideas and movements that will increase Tulsa— 
for they, too, realize that the Exchange only grows 
in step with the whole community. 

“We are always glad to welcome newcomers to our 
city and find pleasure in helping to get them settled 
so that they may benefit and prosper with us.” 


JTEEL MILL 
ao tll 


The great steel man, 
Andrew Carnegie, attrib- 
uted his success to the 

4 fact that early in life he 

4 started to save money regu- 
, Y Marly. For $1 or more you can 
4 
A 









open a savings account at the strong 


FIRST NATIONAL BANK 


Y, BROADWAY—LOCUST—OLIVE 
Uf, Savings Dept. Entrance: 309 N. Broadway 
Open Mondays until 6:30 P. M. 


National Bank Protection for Savings, 
YM 


Fig. 5. Occupational advertising 
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AM glad to reproduce (Fig. 5) one ofa long series of 
“occupational” advertisements used by the First 


National Bank of St. 


the series in- 
cluded adver- 
tisements in 
similar style 
addressed to 
foundrymen, 
stenographers, 
florists, type- 
setters, butch- 
ers, tobacco 
workers, gar- 
ment makers, 
commercial 
travelers, ma- 
sons, music 
teachers, bakers, 
machinists, 
chauffeurs, rail- 
road yardmen, 
salesmen, cCar- 
penters and 
nurses. 


EGARDING 
the series of 
trust company 
advertisements 


Louis. In addition to 
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To your 

children’s inheritance 
Have you minor children for whom 
in your will? If so, => 
the bounty 


These are questions one should con- 
sider carefully. You can find an ideal 
trustee for children in the ANGLO-CALI- 
FORNIA Trust Company. It never spec- 
ulates, it never dies, itis impartial. Ithas 

of a success- 
from all weak- 


trust is amply 


guaranteed. 
‘Why not consult our officers and learn 
tion and in strictest confidence. 


ANGLO-CALIFORNIA But BANK 
ae 


TRRD ANOTWOTETH SIXTEENTH AMD SESEION __—FULLORS AND GEARY 

















Fig. 6. Strong illustration and copy 
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Save Time, Space, and Increase 





and Ledger carried in rack or tray. 


banks throughout the country. 


Ontario, Canada. 





HIS is one of the “Falls” Combination Desks, the 
photograph showing it with top up, which may 
be used with any mechanical Bookkeeping Machine 


This style of desk is now proving its value in many 


Patented March 30, 1920. No permit or license to 
manufacture these desks has been granted except- 
ing in and for the State of California, and to The 
Falls Combination Desk Company, Ltd., London, 


If you wish to increase the efficiency of your Bookkeep- 
ing Department and reduce the amount of floor space 
occupied, write us and we will show you how it can 


E f fi 1C I ency of Your Bookkeeping Department 





be done. 
THE FALLS BANK DESK COMPANY [iz 
4408 Oakenwald Ave., CHICAGO, ILL. 
THE FALLS COMBINATION DESK COMPANY, LIMITED, LONDON, CANADA 
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Are You Interested in Charting? 


It is the new way of forming good judgment. 

We have just completed the first revised edition of the Master Course in Business 
Charting, consisting of fifteen complete lessons and six lectures. Leading Business and 
University men have contributed in compiling the most approved Charting Principles 
in easy-to-understand style and instantly usable form. 


Some Leading Contributors to the Master Chart Training. 
Wilson Compton, |, @ Sas a Prof. Horace Secrist, 
of the Nat’l. Lumber Mfg. Assoc. of the Northwestern University 
J. Ceorge Frederick, President, Prof. Walter Dill Scott, 
he Business Bourse, Inc. National Writer on Business Psychology 
I’erman A. Groth, Treasurer, B. C. Forbes, Editor and Publisher 
Wm. H. Rankin Company of Forbes Magazine 
Thousands of dollars have been spent in gathering these valuable principles and in 
arranging them so that you can secure them for your own use at a very moderate cost. 
You can now instantly apply these principles to any problem or plan. They show you how to: 
1 —Understand quickly. 2—Think clearly. 3—Talk convincingly. 4—Do thoroughly. 
Let us send you the first of these lessons absolutely free together with complete par- 
ticulars; you will be under no obligation. Simply write us today and we will send you by 
return mail Lesson One in Charting Business Principles, FREE. Address Business Charting 
Institute, 719 Kestner Bui!din, 5 North Wabash Ave., Chicago. 


WITHOUT 
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HE growth of The Philadelphia National Bank has 
not been accidental. Steadily, for 116 years, 
it has been building up on a solid foundation of 
service rendered, keeping pace with the financial 
requirements of its clientele. Consequently 
its growth has been sound and normal and 
its position in the banking world has been 
established on the basis of achievement. 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA. 





‘BANKERS : 
CONSTRUCTION * CO 


DENVER COLO 


ARCHITECTS ENGINEERS AND BUILDERS OF 
BANK BUILDINGS AND EQUIPMENT EXCLUSIVELY 


BS 


AT A PREDETERMINED AND GUARANTEED ESTIMATE OF COST, 

THIS ORGANIZATION EXECUTES CONTRACTS AND PROVIDES 

A COMPLETE SERVICE WITH UNDIVIDED RESPONSIBILITIES. 
INQUIRIES INVITED. 
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of the Anglo-California Trust Company, one of which 
is reproduced herewith (Fig. 6), R. D. Brigham 
assistant to the president, says: “We are conducting 
an unusual advertising campaign in the local papers 
to increase our trust business. We believe that our 
campaign is different from any campaign conducted 
by atrust company todate. The copy is educational. 
Each advertisement tells about a certain definite trust 
company service.” 


GOOD line of argument for a mortgage invest- 

ment company is that used by the Mortgage 
Guarantee Company of Baltimore, which illustrated 
an advertisement with a picture of substantial build- 
ings ofthat city and used the heading “Let the Ground 
Baltimore Is Built On Be the Foundation for Your 
Investment.” The copy read: 

“For thirteen years the Mortgage Guarantee has 
been selling first mortgages on Baltimore real estate 
and guaranteeing unconditionally the payment of 
principal and interest. 

“Each mortgage is an absolute first lien on fee 
simple property conservatively estimated by men 
long experienced in judging real estate values as 
worth at least twice the amount of the mortgage. 

“The title to the property is guaranteed by the 
Title Guarantee & Trust Company, with which the 
Mortgage Guarantee Company is associated in financ- 
ing building operations. 

“No investor in these mortgages has ever lost a 
dollar, or known a day's delay in the payment of 
interest.’ 





Your ‘‘Front’’ at the County Fair 


Continued from page 11) 
( g 


advertising at the St. Croix Valley Fair were so favor- 
able and numerous that it was decided to repeat 
the project at the Polk County Fair two weeks later, 
as a large amount of the New Richmond business 
comes from southern Polk County. 

Two representatives of the bank took the tent and 
other materials and set them up in a similiar position 
opposite the gate at the Polk County fair grounds, 
St. Croix Falls, Wis., where “‘open-house’” was kept 
for four days with even more satisfying results. 

Here more emphasis was placed upon the adver- 
tising of insurance, especially automobile and live 
stock protection. Automobile insurance placards 
were tacked up wherever cars were likely to be parked, 
and handbills emphasizing the need for automobile 
theft insurance were given to every auto owner as 
he was about to park his car. Large signs urging 
owners of valuable live stock to insure their animals 
against death from any cause were also nailed up in 
and around the show stables. 
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Western Venetian Blinds for Bank Windows 


These blinds can be instantly adjusted to exclude the view 
from the street before and after banking hours, and yet 
they will supply and distribute over the entire room an 
abundance of the best quality of daylight. 


They Eliminate Window Shades and Awnings 


Let us send you our illustrated catalog 
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Just add new units as you need them. 
same as sectional book cases or filing systems. 

And the individual boxes vary in size to meet all requirements. 
boxes, or perhaps several units of varying sizes. 














Standardized 
Safety Deposit Box Units 


—a CARY gift to the business world 





They are standardized and INTERCHANGEABLE, the 


You may need only one unit of small 
You get exactly what you need by specifying 


CARY Twentieth Century Safety Deposit Box Units 


With the CARY Safe Deposit Box Units expansion is unlimited, 
and the assembly is uniform, attractive and substantial—no matter 
whether you have TEN UNITS OR FIVE HUNDRED. 

The construction is thorough. The mechanical perfection and the 
high-grade workmanship which made CARY SAFES famous are 
found in the CARY Safe Deposit Box Units. 


Uniform Strength Throughout 


is the watchword of CARY construction. And you'll find that 
every CARY Safe Deposit Box Unit lives up to that standard. 
Our designers are experts in the arrangement of Safety Deposit Boxes. 
They will be giad to draw up plans to help solve YOUR problem. 


Ou : fc yider 0th CENTURY DEPOSIT BOX UNITS”? tells more about our 


plan of Unit construction. 


We'll be glad to send it to you. 


- CARY SAFE COMPANY, BUFFALO, N. Y. 





The Bank That is Six Banks 


HAT I don’t understand,” said 

the president of a_ small-town 
bank to the vice-president of one of 
the country’s great banks, “is how you big fellows 
get and keep the accounts of somany concerns through- 
out the country. I’ vealways thought that the banker, 
before anything else, should know personally the 
people he does business with; that he must have a 
pretty intimate knowledge of their business affairs, 
know when they need accommodation and why, and 
understand something of the conditions, local and 
otherwise, which make business good at one time and 
poor at another. Now how is it that you people, 
thousands of miles away from many of your clients, 
can win and maintain their confidence — can serve 
them effectively?” 

“Organization,” replied the vice-president lacon- 
ically. “If you like, I'll draw you a picture of it. 
But before I do that, I'd like toask you a question. We 
have the accounts of a number of big concerns in your 
town: Do you find that this works against you, that 
your own business is hurt or reduced?” 

“No. I can't say that it does hurt us any. Their 
balances with us are about as large as ever, and | 
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By W. M. JACKSON 


Associate Editor, ‘Forbes’ 


still accommodate them up to my limit. 
If my business with them is any less, | 
am more than compensated for the loss 
by the new accounts I have obtained from the smaller 
concerns through the use I have made of your services.” 

“Well,” said the vice-president, “I think most of 
our correspondents would tell us the same story. So 
bear in mind that in all of our solicitation and dealings 
with concerns everywhere we try not to step on the toes 
of our bank friends. As a matter of fact, we seldom 
approach a manufacturer or big business man outside 
of this city without first cbtaining the consent of our 
local correspondent. And whenever cur correspond- 
ent can, with our co-operation, render as efficient 
service as we could by dealing direct, we adopt a 
policy of hands off. I speak of this because we re- 
gard it as not only the fair thing to do, but as the only 
policy that would enable us to build an enduring 
business of national scope. 

“Now to proceed with my story. As you know, we 
have grown very rapidly during the last ten years. We 
used tothink that our planof organization was well-nigh 
perfect ;that it was flexible enough to allow for indefinite 
expansion. But the time came when we had to admit 


bo 








that we were wrong; when we saw plainly that we 

uld have to reorganize upon entirely new lines. This 
conclusion was not reached, however, until we had 
spent a good deal of valuable time and money trying 
to make our old plan work. It had done us such good 
service for so long a time that we couldn't quite see 
why it should be thrown in the scrap-heap. So, as I 
y, we wasted a lot of time trying vainly to patch 
and bolster it up to meet our new and growing re- 
quirements. The truth of the matter is, we had a 
good small-bank plan, but one that couldn't be made to 
function on double the load. It was like trying to get 
a Shetland pony, though a perfect specimen of a horse, 
to do the work of a sixteen-hand draft horse. 

“So we threw away our old plans and method of 
organization and built anew, only to find five years 
later that we had to do the same thing over again. 
This time, to continue the figure, we substituted a 
motor truck for our draft horse; and I believe that, for 
some years at least, all we shall have to do is add more 
motive power from time to time as the load gets 
heavier—as the number and size of our accounts in- 
crease. 

“The present plan of organization was adopted 
shortly after the inauguration of the Federal Reserve 
System. At first we thought that the new bank act 
would cause us to lose a large number of our bank 
correspondents. Apparently the Federal Reserve 
banks were to assume exactly those functions which 
had made it necessary for the small banks to tie up to 
the large city banks. For a while we were rather 
pessimistic. 

“Now what has really happened? The Federal 
Reserve banks have been in operation about five years, 
and today we have very many more bank accounts 
than before. We did it simply by increasing the num- 
ber and value of our services to banks. We found that 
there were many worth-while things that we could do 
for our correspondents that we had never thought of 
before. Just to give you one little example: we ob- 
tained the accounts of several banks on the basis of our 
assistance in purchasing gold and silver bullion needed 
by their manufacturing clients. 

“The idea of twelve financial districts or divisions 
in the country gave us the cue for our own internal 
organization. Though our business throughout the 
states had grown to huge proportions, we had only 
in a very crude way attempted to follow a territorial 
scheme. In fact we were tampering with the division 
by trade or industry idea. Following more or less the 
Federal Reserve boundaries, we divided the country 
into six parts, or districts, giving each section the name 
of the Federal Reserve districts located therein. Our 
District No. 1 is New England. District No. 2 is 
New York and northern New Jersey. The other 
four are Districts 3 and 4, Districts 5 and 6, Districts 
7,8 and 9, and Districts 19, 11 and 12. 

“A vice-president was placed in charge of each of 
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Why the Addresserpress 
is Bought by Business Men 
who already own “ other ’’ 
addressing equipment 


ers 
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Because — When you remove the addressed envelope from the 
Elliott Addressing Machine it is address side up, so you don't 
have to turn each envelope over to see the address, as is neces- 
sary with other addressing machines. 





Because — You can stencil your addresses into Elliott Address 
Cards with any regular typewriter. You don't have to buy an 
expensive address embossing machine and you don’t have to 
send your addresses to an outside concern when you need 
additional address plates. 
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Because — Since Elliott Address Cards are made of fiber you 
can print and write on their frames. Any Elliott Address Card 
will print 10,000 addresses. Elliott Address Cards never get 
stuck when going through the Addresserpress. Elliott Address 
Cards are about one third as bulky and about one seventh as 


heavy as the metal address plates used in other addressing 
machines. 


Just tell us your addressing problem and we will do the rest 


THE ELLIOTT COMPANY 


142 ALBANY STREET CAMBRIDGE 39, MASS. 
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Announcing 


A New Idea in Bank 
Business Building Service | 


Advertising a/one will not build deposits economically. 


BAUDER-BAKER, realizing that no two banks are 
alike, announce an individualized service wherein 
business is developed according to conditions surround- 
ing each client. Some advertising is used, but this 
plays only a small part in our efforts. 


This is the only organization of its kind, composed of 
practical bankers, who are equipped with actual suc- 
cessful experience to help you solve this vital problem 
of your business. 


If we could not de/iver we could not guarantee profit- 
able results. 


If you are tired of experimenting, let us outline our 
plan to you in detail. 


BAUDER-BAKER 
ABB Union Bank Building 
a CHICAGO 














the six districts. Four of the vice-presidents were 
born in the part of the country assigned to them, and 
the other two immediately made it a point to visit our 
correspondents and business clients in their territory, 
to acquaint themselves in every way possible with the 
conditions and problems peculiar to their districts. 
All of these officers make periodical trips to the states 
under them, though most of the traveling is done by 
the two assistant cashiers assigned to each district. 
As in the case of the vice-presidents, many of these 
assistant cashiers were either born in or were quite 
familiar with the part of the country assigned to them; 
which fact, you will understand, was of great value. 
These officers are sometimes away from the bank as 
long as four and five months. In fact, permanent 
offices are maintained in several of the large cities. 

“The officers receive regularly the leading dailies, 
trade publications and important periodicals published 
in their districts. This is one of the means by which 
they keep informed of local events, industrial news, the 
political situation, crop and weather conditions. The 
daily reports which come in from our traveling rep- 
resentatives—New Business men, we call them—also 
contain pertinent news along these lines. It is un- 
necessary for me to comment upon the value of these 
methods, but here is a little incident which shows how it 
often works out. It sometimes happens that our friends 
come to the city without having any particular occasion 
to call upon us, though we have a very comfortable 

















| | 
And now— 
here is a BLANK BOOK | 





that 1s more efficient! 





OU can keep your mind right on your work—all the time—when you use 
a Mann Blank Book with the famous Manco Guards. 
bends or roll up. 


. 


The book never 


The pages never ‘‘flop’’ over. They lie perfectly flat— 





twenty-five years. 








PHOTOGRAPH (not re- 
touched) shows Mann Blank 
Book used in the Trademens 
National Bank, Phila- 
delphia, Pa., in which Mann 
Blank Books, Loose Leaf 
Ledgers and other products 


have been in use for over 





. 





smooth—with every inch of surface available all the time 


Manco Guard BLANK Books 


are the result of over 70 years of experience in Blank Book manufacture. They 
represent the utmost in quality and workmanship that can be put into a blank 
book. And this supreme quality typifies every Mann product: 


Blank Books—Lithographing—Printing—Engraving 
Office Stationery and Appliances 


Information and literature on these or other products supplied on request. 


WILLIAM MANN COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 


New York Offices: 261 Broadway 
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room for the use of our visitors, with stenographic 

rvice, and other conveniences. Well, the other day 
| noticed in my Kansas City paper that one of my best 
customers was in town. I called up his hotel, got him 
on the wire, and saved him from a monotonous week- 
end by inviting himuptomy place. | beat himat golf, 
but when it came to dancing—we arranged a little 
party Saturday night— and to entertaining the ladies, 
| couldn't hold a candle to him. 

‘But to go on. The assistant cashiers of each district 
have direct charge of the New Business men who spend 
most of their time on the road soliciting new accounts 
and making service calls upon our clients. The dis- 
trict officers arrange the schedules of these men, confirm 
their calls and pass on questions and problems that 
arise in connection with their road work. 

“In addition to the persons mentioned, each dis- 
trict has a minor staff composed ofthe following: 

“First, an expert credit man and assistants who, 
though an integral part of the Credit Department, 
confine their work entirely to credit matters having 
to do with their own territory. This enables them to 
familiarize themselves with. the credit standing and 
problems of the clients and prospects in their particular 
district. Incidentally, all of our credit folders have 
territorial designations, and even the file girls work 
according to districts. 

“Then there is a ‘service man’ and assistants, who 
keep in close touch with the general banking de- 
partments to see that their clients are being well taken 
careof. They execute the requests of our clients and 
investigate complaints. They also receive and care 
for all mail except that of a purely routine nature. 

“In addition, each district organization has a 
Foreign Trade man, who, with the co-operation of the 
Foreign Trade Department, renders every possible 
service to bank commercial clients along foreign trade 
lines. If a request comes in for information about 
Brazil, he consults the member of the Foreign Trade 
Department who is a specialist on trade with that 
country. 

“All important mail is signed by the officers of the 
district to which the letters are going, so that both 
incoming and outgoing mail, which involves other than 
routine matters, comes under the supervision of the 
district staffs. 

“Now I want to show you by simple illustration just 
how this plan of organization functions. When a re- 
quest for a loan or for accommodation is made, the dis- 
trict credit man starts a loan ticket. In some cases he 
may ask the credit investigators to conduct a local 
investigation of the company, or he may make out-of- 
town inquiries himself. The ticket goes the rounds of 


the various departments concerned, where notations are 
made showing the average balance for the past several 
months, outstanding loans, if any, the rate or rates 
charged, and soon; when finally the ticket, together with 
the credit file on the company, comes to the officers of 
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Certified checks— 


Why not certified record 
protection ? 


How much heat will your safe, vault and filing de- 
vices really stand? 

Would they protect their priceless contents through 
a long, severe fire? 

Do you know? Does anyone know? 

The records of a bank are too important to be kept 
in containers giving unknown protection against fire. 

THE SAFE-CABINET gives known, certified 
resistance to heat. You can get the facts as estab- 
lished by its performance in severe fires and in scientific 
furnace tests. 

THE SAFE-CABINET COMPANY will inspect 
your premises for fire hazards and show you how to 
guard against them. We advise on better methods of 
housing, filing and protecting your records. The 
advisability of adopting our recommendations is then a 
matter for your decision. 


THE SAFE-CABINET COMPANY 


Originator and Sole Manufacturer of 


THE SAFE-CABINET 


303 Greene Street Marietta, Ohio 


THE SAFE-CABINET 


*“*THE WORLD’S SAFEST SAFE”’’ 


——--- 
— 
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‘ABA’ 
CHEQUES 
GO ROUND 
THE WORLD 


OTELS, stores 

and transport- 
ation companies 
everywhere know 
and accept them. 


HOSE who use them are independent of bank- 

ing hours, free from the annoyance of money 
exchange and protected from loss or theft. Your 
countersignature, written in the presence of the ac- 
ceptor, automatically identifies you. Without it the 
cheques are valueless. 


| denominations of $10, $20, $50 and $100. Con- 
veniently carried in a small, compact wallet. Issued 
by the American Bankers Association, composed of 
20,000 leading American Banks and TrustCompanies. 


PT B eo American Ch 
A s + Bankers 
Association eques 
For further particulars write 


BANKERS TRUST COMPANY 
New York City 

















The New Business 
Department 
By T. D. MACGREGOR 


is unique in its field. There is absolutely no 
other published work on this subject. If 
you want to have a concise yet complete 
idea of how to conduct a Publicity and New 


Business Department in your bank, large or 


small, you will need this book as an inspira- 
tion and guide. It is worth many times its 
price—$1.25—to any bank or trust company 
that wants to make the most of its oppor- 
tunities both in developing present customers 
and in getting new ones. 


New Edition, Revised and Enlarged, Just Out 


BANKERS PUBLISHING COMPANY 
253 Broadway, New York 
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the district for final action. If foreign trade informa- 
tion is furnished a client by the Foreign Trade man, one 
copy of the letter is filed in that concern’s foreign trade 
file, one in the credit file, and the third in the bank's 
general file. Take another example: Suppose oneof our 
representatives writes in from Atlanta asking that spe- 
cific foreign exchange information be furnished a certain 
client or prospect. The service man of Districts 5 and 6 
gets the information from the proper person in the 
Foreign Exchange Department, or, if he first prepares 
the letter himself, gets the O. K. of that department 
before sending it out. Sometimes the letter is written 
by a member of the Foreign Exchange Department, in 
which case it goes to the proper district officer for sign- 
ing. Out-of-town deposit letters and reconcilements 
usually go direct to the proper general department. 
And only in case of complaint or when some unusual 
circumstance arises are matters of this kind referred 
to the districts. However, monthly statements of 
balances, foreign exchange business transacted, and 
other helpful statements, are furnished the officers 
of each district in order that they may be acquainted 
with the exact standing of each customer and be 
familiar with all of his transactions with the bank. 

“Does that give you a good idea of how wedothings?” 
asked the vice-president. 

“Yes, thank you, it does, responded the out-of-town 
president; “but it seems to me instead of having one 
big bank you have six banks in one.” 


Try This on Your Depositors 


Once in a while there comes to light a savings 
letter that gets interest in the first paragraph and 
holds it through the last paragraph with a selling talk 
that sells. As witness this one used by the Augusta 
Savings Bank, Augusta, Ga. : 


“Dear Sir: 

“Yes, we know you will say, ‘Here's another letter from the 
Augusta Savings Bank. They have written me already about a 
dozen times and they keep ding-donging about my starting a 
savings account.’ 

“The fact is, we will have to acknowledge that you are right, 
but—it is for a mighty good cause we are writing. In fact, we 
know of nothing that has to do with this mortal life that is so 
important as a savings account, which is constantly being added 
to. It is a protection for the future, which is so uncertain 

‘Perhaps you already have an account with us; if so, this is to 
urge you to use every effort to increase it by systematic saving. 

“Do you know that one dollar put aside every week for five 
years will give you over $287; for ten years it will make $638. 
Of course $2 per week will give you about double that, and if you 
made it $5 per week for five years you would have $1,432. These 
figures are made possible by the 4 per cent compound interest, 
which we add to your account every six months. 

‘If you have not started to save, we urge you to do so on your 
next pay day. If your name is already on our books, our advice 
is to be more systematic. It is regularity that counts.” 
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Clearing House 


A Safety Valve for Discontent 


(Continued from page 7) 
Sometimes, matters presented require special investi- 
gation which is conducted either by one of the officers 
themselves, or by someone designated by them. Some- 
times the department heads are called in, particu- 
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larly where they have made a very bad report on an a ahi Sh nn aie ciate 
employee or where a difference of some kind has ht ian ee ca 

: Chicago, Ill. 
arisen. 


My dear Sir:- 


The effect of the plan upon the department heads 
and other supervisors who fill out the employees’ 
reports has already been mentioned. One of the most 
important results is that department heads are re- 
quired to give concrete expressions on definite qualities. 
This helps them to crystalize what before have been 
more or less vague opinions or impressions. Moreover, 
this plan requires them to deal fairly with those under 


The Addressograph we bought from you eleven 
yoars ago has alroady paid 900% on our investment 


in it. 


This alone more than satisfies us but it was 
especially gratifying to have your inspector volun-) 
tarily call the other day to see if he could not 


make the machine produce even more satisfactory 








results. 
them. They know that under the interview plan per- —_ “Sh 
sonal prejudices or “trumped up” charges or criti- ry) 
cisms will not “get by.” [? ces 


Following is the procedure in the personnel or 
employment department for preparing the way for an 
interview. The employees are taken in alphabetical 
rotation unless a special interview is requested. 








(1). The personnel files of persons to be interviewed two days 
later are looked over to make sure that they are in good 
shape and up-to-date as regards the positions occupied. 

(2). A notice is sent to the employee asking him to call at the 
doctor's office at a specified hour for physical examination. 








The “One Operation” 


Note Register Have You An Investment 
Will Do This for Your Bank— That Pays as Well? 


Save Three-fifths of the Time Consumed by the HUNDREDS of Banks—large and small—have 
Old-fashioned Methods of Note Registration— invested in Addressographs! Letters like 


the above show that their investments have paid 


Eliminate the 95% of Errors which Accountants big dividends. 


Agree are due to Copying— ; 4 ‘ 
B I 8 Likewise in your bank, an Addressograph will 
your bank, gray 
Furnish a Total Maker’s and Endorser’s Liability prove a profitable investment! 
Record that is always ready—and up to the minute Prints thru ribbon from Indestructible Metal 


Card Index Plates easily embossed with exact 
These are but three of the features that make typewriter style type by your clerk. Heads and 
this new and better method of note registration dates monthly statements, lists names in columns 
the logical system to install for the betterment of on ledger sheets, addresses daily advices, interest 
: BOE ee A te ee) YALL notices, debit slips and other forms — all 15 
your service for satisfaction and for SAF ETY. TIMES FASTER THAN PEN OR TYPE- 
WRITER—NO ERRORS! 
Send for Our Booklet—It’s Free ' ' et ae 
Every Bank and Banker should have a Copy Same machine speedily fills in letters to pros- 
pects—addresses envelopes, etc. 
« ~ . Write for FREE demonstration of ‘‘typewriter- 
The Union Savings Systems size’? Addressograph pictured. 


Company 


“Good Things for Banks’? Lancaster, Pa. Alddresso aph 


Canadian Distributors: BUSINESS SYSTEMS, LTD. gore FROM TYPE 
Toronto, Ontario, Canada 


908J W. Van Buren St. 745 J Broadway 
CHICAGO NEW YORK 
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The faster the left hand turns up the items the faster you can list them 
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Q\ ‘a 
Separate compartments for \ | 
listed and unlisted items— . 
1. For checks not listed. : 
2. For checks listed. 


3. For deposit tickets not 
listed. 


4. For deposit tickets 
listed. 


Saves Time for Busy Bankers 


Every minute and every motion can be made to count if you 
use a Coleman Time-Saver Check and Deposit Tray. 

The ideal way to keep checks or deposit slips arranged in con- 
venient order to facilitate listing or posting. Enables the 
operator to save many minutes of valuable time each day, and 


to avoid dropping or confusing items handled... No delay for 


tellers or clerks; the left hand turns up items as fast as the 
right hand lists them. Apply the principle of the currency 
drawer to your bookkeeping methods, 


Thousands of banks all over the country use Coleman Time-Saver Check and 
Deposit Trays. Many large banks have equipped ail machines. No bank too 


small to use profitably. 


Price $9.85 f. 0. b. Detroit, Mich. 
COLEMAN TIME-SAVER COMPANY 


1011 Majestic Building DETROIT, MICH. 














Your Chief Wants 
You to Read This— 


He has a job that he wants to fill with a man from his 
own organization. The pay is good—the opportunities are 
splendid—but it demands a man with accounting training. 


You can get this training under the personal guidance 
of the finest staff of C. P. A. instructors in the country by 
devoting just a part of your spare time to home study. 
Our method is absolutely distinctive from the ordinary 
correspondence school plan. You get absolutely individual 
instruction in accountancy—a thorough, practical training 
in the most profitable profession in the world— and in 
addition— 

We give you special training for any particular branch 
or application of accountancy that you may choose. In 
other words, we train you specifically for any position you 
may desire. There is even a special course (which may 
be taken separately) in Income Tax and excess profits 
accounting and procedure. 


Drop usa line—tell us what you are doing and what you 
would like to do. We'll send you some very interesting 
literature and information that’s sure to be worth money 
to you. 


International Accountants Society, Inc. 
(The Professional Correspondence School of Accountancy) 


Established 17 Years Ago 


Dept. 520 2622-30 S. Michigan Ave. 


CHICAGO, ILL. 
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(3). A department report form is sent to the employee's head 
or supervisor with instructions to fill it out and return 
it during the day. 

(4). If there are any educational or training classes a report is 
procured covering the classes attended, attendance records 
ard marks. When employees are taking correspondence 
or outside courses for which the institution has paid all or 
part of the fee, reports on these outside courses are procured 
periodically. 

(5). Each morning a list of persons to be examined that day is 
sent to the doctor—with thz time each is to appear. From 
fifteen minutes to half an hour should be allowed for each 
examination. 

(6). Each morning the personnel files of persons to be interview- 
ed during the day are sent to the interviewing officers. 

(7). When the files are returned — usually the morning after 
they are received—the employment or personnel director or 
his assistant, checks over the officer's reports. He tabs those 
requiring attention at the weekly meeting. The tabs stay 
on until the matters or problems mentioned have been 
disposed of. 


A signed copy of the minutes of each meeting is 
given to the personnel director or employment man- 
ager, who is thus authorized to carry out the rulings 
or suggestions of the interview committee, covering 
transfers, salary increases, promotions, and the many 
other matters upon which action has been taken. 

Every large bank should have a doctor on its staff 
for either whole or part time work. If no facilities 
can be provided for conducting examinations in the 
building, arrangements should be made to have this 
done near-by. 

Smaller banks should make similar arrangements, 
though, of course, they will need a doctor's services 
for a relatively shorter time. 

Not only is it important that every new applicant 
be examined but, as pointed out elsewhere, it is wise 
to have subsequent examinations. Under the inter- 
view plan employees are examined at least twice a 
vear. 

Dental examinations should also be made at least 
once a year. 

When a job analysis has been conducted, that part 
of the analysis records which refers to the physical 
requirements or qualifications for each position is of 
great value to the examining physician. 

An employee can ask for an interview at any time. 
Often matters come up between interviews which 
change the whole complexion of things for the em- 
ployee, and it is his privilege to get a hearing imme- 
diately. This provision acts as a safety valve. 

Likewise, at any time, a department head can ask 
that one of his workers be interviewed. He may want 
to have this done for a number of reasons. 

When an employee notifies his department head that 
he desires to resign, the personnel department is 
notified and arrangements are made for a regular 
interview—except that no physical examination is 
made, unless the reason is given as ill-health. At this 
interview, the officer endeavors to get at the real rea- 
son for leaving. If the employee has made a good 








record, and if he is leaving because of any feeling of 
dissatisfaction an effort is made to readjust matters. 

3ut whatever the reason, under the interview plan 
it is often possible—with an officer giving thought 
and attention to the matter—to retain a valuable 
worker whose resignation would be a distinct loss to 
the concern. And it is also possible to obtain and 
record fairly reliable causes for the labor turnover. 
One of the best ways to keep the employees one has 
is to pay attention to why others have left. 

No business can expect to retain its employees if it 
does not supply real incentives. Every employee 
worth having is looking ahead. He wants to grow, 
to make reasonable progress. Supplying incentives 
does not necessarily mean making the way easy. It 
merely supplies motives, reasons why employees 
should work hard. 

To supply proper incentive does not mean doing 
anything to encourage the employee to advance 
quickly. The ordinary bank does not grow rapidly 
enough to provide rapid advancement for its workers 
—even the most deserving must often stay in the 
same position for a period. 

The interview plan offers every incentive for 
doing the best that is in one. It gives every em- 
ployee faith that he will get a square deal. Faith is 
the father of loyalty. 

Without loyalty there is no spirit. 

And without spirit there can be no progress. 
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Bookkeeping versus Boxkeeping 











The FAULTLESS TURNING POST LEDGER 


FOR MACHINE POSTING Circular ‘‘T. P. B.’’ tells you 


might once have been a debatable prop- | 
osition with the Progressive Banker— | 
it is not such since the advent of | 


This is but a start toward listing the 


merits of 


The FAULTLESS 
TURNING 
POST LEDGER 


The Brief. 


Detachable Ratchet Stands preserve 
the one merit of the vertical file. 


Checking Bracket, inserted in place 


of one ratchet sta 
reference to the 
on any page, 
moving the sheet 


Turning Posts hold sheets 


in proper p 
whether mech 


closed or expanded. 


Large Slot in punching of 
sheets permits removal 


of sheets from 


without mutilation. 


Extended Covers provide offset fa- 
cilities second to none. 


STATIONERS LOOSE LEAF Co. 


New York 
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this market analysis. 


why, how and when to advertise. 


have been in the minimum. 


20 East Jackson 








For Benjamin F. was a business man through and throuzh. 


Without doubt, his bank would have been glad to adopt the Goodman & 
Diederich plan for immediate, lasting results. 


Goodman & Diederich 


Incorporated 


**Poor Richard’’—thoroughness personified —would have called in skilled help in 
And when the plan was completed, you can be sure his bank would have |:nown 


Haphazard splurging of money would not have attracted attention for a day. 
Franklin’s campaign would have pounded away so continually and interestingly 
that savings deposits would have jumped immediately. 


His new accounts would have turned into steady savers; dormant accounts would 


Chicago, Illinois 


If Benjamin Franklin had been a Banker— 


He would have studied his thrift market. 
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Byron Weston Company 









LINEN LEDGER PAPER 
For Machine Bookkeeping 


E advised!—start your bookkeeping 
system with Byron Weston’s 
TypocounT Lepcer Paper. Its 

durability, “backbone” and ease of manipu- 
lation guarantee rapid work, permanency of 
records, neatness and legibility. It will prove 
an invaluable aid to your machine accounting. 


ete 


TLOOMEN LEDGER 


ERASURES on this strong, pliable paper do not 
destroy the finish or mar the surface. The buff 
color, without gloss, will not fade or discolor and 
receives a perfect imprint from type. The stock 
is tough and full-fibred. It stands up straight in 
the binder and will not wrinkle or tear when 
inserted or removed from the machine. Specify 
TypocounT Ledger Paper when installing or 
ordering replacement sheets for your Machine 
Bookkeeping system. Any stationer or printer 
can get it for you. 


Send for TYPOCOUNT sampie book 


@ 


In the First Place—Weston’s Papers 
DALTON, MASSACHUSETTS 
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How About the Day of Reckoning? 


(Continued from page 10) 
advances, no matter how gentle the deflation process 
may be. 

In the work of bringing about a more healthy con- 
dition of industrial and commercial life in the United 
States, the bankers, particularly in the smaller 
centers, can be of unusually valuable service in two 
essentials which are now contributing to a continua- 
tion of our expanded credit system. These are the 
evils of land speculation and the flood of doubtful 
speculative ventures in which the public, especially 
in the rich agricultural states of the middle west, 
is being asked to invest. 

Land prices everywhere, but especially in the Mis- 
sissippi Valley, have attained an expansion which 
makes it utterly impossible, in thousands of cases, 
for enough food to be produced to pay interest 
on such values. While such expanded values cannot 
be condemned as sweepingly as the sale of fake 
promotion stock, because there is genuine land 
behind the investment in each case, it is nevertheless 
certain that the swift increases in the price of farm 
lands and the many transfers of the same which 
have taken place have exerted an influence on the expan- 
sion of bank credit which isclearly pernicious. As prac- 
tically all such land deals are handled through the banks 
and mortgages for ever-increasing amounts are taken by 
the sellers in part payment, which mortgages eventually 
find their way into the investment market, it is possible 
for the bankers to exert a dampening influence on the 
movement. If the bankers will do this they will be 
doing a service to the country at large and will be saving 
their customers from buying farm land at excessive 
prices which cannot by any possible intensiveness of 
cultivation pay a reasonable rate of interest when the 
prices of farm products decline to more normal figures 
than those now prevailing. 

In the widespread flotation of companies which have 
only the smallest measure of probable success and in 
which many millions of investment capital are being 
wasted every month we have a situation which is little 
less than heartrending, when one realizes the lack of 
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f.cilities from which the country’s railroads and other 
ui lities are suffering. The transportation system of 
the country is the very backbone of its industrial and 
acricultural life. If the railroads are so situated that 
they are able to afford only a minimum of service to the 
country there will be only a minimum of activity and 
prosperity in the country. Now that the roads are 
again in the hands of their owners they must seek 
investment capital in the open market in competition 
with other borrowers, but present indications point to 
ereat difficulty in their doing so. 

But while the railroads find it almost impossible to 
borrow money on the best of security, all manner of 
promotions, speculations and purely gambling ventures 
are taking from the people of the country a vast sum of 
investment capital that would be more than sufficient 
fer the requirements of the railroads and would aid in 
creating in the United States a genuine international 
security market by means of which our present export 
trade could be financed and firmly established. Smooth- 
talking stock salesmen are everywhere reaping a har- 
vest of dollars. The rates of commission which these 
men are receiving and the totals of their monthly gain 
make the pre-war Wallingfords look like pikers. And 
all of this money is coming from people who have 
earned it with their own labor and who could far better 
have used it to provide for their own old age and at the 
same time assist the basic industries of the country. 

The bankers have a clear duty to perform in such 
cases and it is encouraging to note that in many places 
they are rising to the occasion. In the state of Iowa, 
for example, a number of instances were cited in the 
April number of the monthly letter issued by the 
National City Bank of New York in which the small- 
town bankers have taken cognizance of this situation 
and have determined to combat it energetically. 
Most of the subscriptions to stock in these new flota- 
tions are received by the promoter in the form of notes 
which he sells to the banker for what he can get. If the 
bankers all over the country will firmly refuse such 
notes, a great damper will be put on the success and 
enthusiasm of the stock salesmen. And it is clearly the 
duty and in the interest of the banker to take such 
action. If a period of depression should come sooner 
than expected, the farmers and bankers will both have 
their hands full without the necessity of cleaning up a 
lot of old liabilities incurred in payment for stock in 
some visionary scheme which never had a chance of 
realization. 

The loss when savings are dissipated through such 
speculations is not that of the owner alone; the public 
has a direct interest in the matter which is only too 
poorly understood and appreciated. The nation ad- 
vances only so rapidly as its surplus accumulations of 
capital, which simply means unconsumed goods or the 
tools for making more goods, will allow it. If what 
would otherwise be invested in productive enterprises 
which benefit everybody and advance the nation is 
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The Lonson Way 


for storage of silver. 











Coin packed the Lonson way need not 


The Lonson Coin Box is the most practical convenience | 


be wrapped, tied or sacked. Just lay it away in the compart- | 


ment of the box. 


cleaner than both. 


Lonson Coin Boxes are made of heavy binder’s board, with a wooden bottom 
tray, so formed that the coins are always separated and easily removed. 


You know by the label exactly how much 
money it contains and the denomination. 
in neat array, you can count the silver at a glance. 


Quicker than wrappers—more compact than sacks—and 


Stored in your vault 


Bound with 


heavy, tough paper and so substantially constructed that they will stand years and 


years of rough usage. 


J. F. Millard, State Bank Examiner of Willmar, Minn., says: ‘I take great pleasure 
in recommending the use of the Lonson Coin Box to bankers and find that where 


these are in use they give satisfaction. 


silver without wrapping it in packages and that the contents can be counted at a 
glance makes them the most desirable of any make which has come to my notice. 


From a banker's viewpoint this is a very practical way of handling the reserve silver 


and the cost seems very reasonable.’’ 


LONSON “DE LUXE” 


For holding definite amount of UNWRAPPED COIN. 


nations and amounts as follows: 
No. 1 
No. 2 
No. 3 
No. 4 
No. 5 
No. 6 


Assorted or otherwise $50 per 100. 


IN 0.0% dak raved 
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Made to hold denomi- 


tees $ 5.00 


Sold in any quantity. 


If your dealer can’t supply you, write us direct, addressing nearest office 


OTHER LONSON PRODUCTS 


Lonson Utility Boxes for wrapped coins and Lonson Currency Shipping Box 
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100.00 
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LONSON MANUFACTURING CO. | 


305-307-309 Broadway, 
New York, N. Y. 


20 E. Jackson Blvd., 
Chicago, III. 


512 Peoples Bank Bldg., St. Paul, Minn. 
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1000 New Savings Accounts 
In One Day 


This is the record established by the Liberty Bell Home 
Savings Bank on March 1, 1920, for one of our customers. 
The strong sentimental appeal of this little Liberty Bell Bank 
did it. We claim that it will produce for you MORE NEW 
ACCOUNTS and SUBSEQUENT DEPOSITS at a lower 


cost than any other method. It will pay you to investigate. 







It is practically 
a replica of the 
Liberty Bell. 


It possesses a 
historic, ornamen- 
tal and sentimental 
value. 


Actual Size 


Strong 
334 x 4 Inches Construction 
Successful Liberty Bell Home Savings Campaigns are now being carried on in 
hundreds of different cities and towns throughout the United States. In forty-five cif 
ferent states prominent bankers report that the success of the same is TREMENDOUS. 


Ask for particulars concerning our special Fourth of July Campaign being 
run in connection. Full particulars and sample sent on memorandum. 
The Bankers Savings & Credit System Co. 


Producers of Guaranteed Savings Accounts, Bank 
Advertising Service, Home Sates, Document Boxes, etc. 


Madison Ave. and West 103rd St. CLEVELAND, OHIO 
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the Spool-O-Wire Stapling Machine. 
twinkling I fasten 2 or 40 papers. 
ments and legal papers of all sorts. 


Just press my lever and in a 
The very thing for reports, state- 


15,000 perfect staples from one spool of wire and save you the annoy- 
ance of spilling, misplacing or wasting pins and clips. I do all the 
work that is done by pins, clips, eyelets, etc. quicker, cheaper and 
more securely. 


| I make 


Give me a chance to show what I can doin your 
bank by writing for literature and free trial offer to 


HUTCHISON OFFICE SPECIALTIES CO., INC. 


wotcmnsOn 


501 Fifth Avenue << Bh NEW YORK CITY 
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dissipated in frivolous schemes, the nation stands sti!!. 

Bankers should realize that in these days their pro- 
fession has other duties than the mere safeguarding of 
the people's money and the facilitation of their business. 
This world is becoming more and more complex, and in 
America, standing as we undoubtedly are on the thresh- 
old of an entirely new and unique epoch, the banker is 
charged with the responsibility of leading the way along 
properly understood economic lines. ~The same forces 
that have governed business and industry in the world 
for centuries will continue to operate in the same old 
way, but new ways of using and taking advantage of 
them are constantly being devised. If America is to 
retain its present unmatched position in the world, we 
must meet the new conditions at least as well as the best 
of our competitors. Work is the foundation of the 
entire structure. If we are to succeed in the race we 
have got to work, we must eliminate extravagance, 
insist on one hundred cents worth of value for every 
dollar we spend or invest, and, particularly so far as the 
bankers of the country are concerned, we must keep up 
a vigilant battle against the host of unsound currency 
and fiat money schemes which the next few years are 
certain to bring forth. 


Looking the Crook in the Eye 


(Continued from page 13 


victim gets up courage, and then to hear his feet dig 
the tile and his dew claws rattle when the melted 
Belle Isle iceberg stings him. Verily, one should be 
careful of the nervous system of a man who is hold- 
ing a gun on him. 

Alas! there is no balm in Gilead. Suppose you do 
promptly and religiously just what the crook tells 
you to do. Does he reward you by going away? He 
does not. He shuts you in your own vault, and 
it is probably the gravest danger a bank man has to 
fear. If you recall the accounts of holdups, it 
will be remembered the vault act is almost always 
practiced. If you are forced into your vault and 
the door is locked after you, your chances of getting 
out may become hopeless. It is more than wise to 
conceal in your vault a small iron bar, a flashlight, 
a hammer and a screwdriver. With these tools, even 
though you are locked inside, you can throw off the 
“time” if it is set; make the “combination” useless, 
and even throw back the radiating bolts. Even so, 
you cannot get out, since the tension actuated outside 
by the spindle or wheel will still hold the door, and 
nothing you can do inside will release it. It would be 
a good plan if vault doors of the single type had the 
spindle inside as well as out, so that aman locked in 
could with proper instruction work his way out. It is 
always well to have two or more persons in town not 
connected with the bank instructed to come at once in 
case of a holdup and simply release the tension on 
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1e door by whirling the spindle in the proper direc- 
ion. In fact, any bank which does not have a tele- 
shone connection concealed in its vault ought always 
to be in a season of prayer. If you are locked in, it is 
simple with a telephone to direct any one how to open 
the vault door—much simpler than tinkering around 
in a jet-black pocket wondering how long it will be 
before the persons show up whom you have instructed 
to turn off the tension in case of emergency. Even if 
your vault has no telephone now, one may be installed, 
for there is a certain place where a connection may be 
put in. A hidden telephone could be made to enter 
most types of vaults, connection being made back of 
the decorative door casing. 

It is customary nowadays after the vault door is 
opened in the morning to throw out the radiating bolts 
again and turn on the “combination,” so that in case 
of holdup it would take longer for a crook to close the 
vault on his victims, the delay being increased by the 
length of time it would take to unlock the “‘combina- 
tion.’ Would it not be a good plan to carry the thing 
a step further? If the time locks could be arranged 
and protected at the rear so that they could not be 
manipulated by a crook in a hurry, the “‘time™’ would 
hold the bolts out during the full span of their setting, 


and thus a weapon would be taken from the whole 
underworld. 








Three Machines in One 


An Addressing Machine, a Small Form Printer, 
and a Tag Addresser 


The Standard Addressing Machine has proved ideal 
equipment for bank work. It prints in sight, skips, 
duplicates and repeats. Heads bank statements in any 
desired position. 

By attaching an inexpensive Post Card Printer, bul- 
letins, announcements and small business forms can be 
neatly and rapidly printed. 

The Standard uses Samco two-piece Flexible Stencils. 
The stencil proper can be cut in your own office on 
any typewriter without extra attachments. 

The Index Stencil Frame into which the stencil is 
inserted carries valuable information and can be used 
as a mailing list. 

Every bank needs the Standard. Descriptive liter- 
ature and sample of two-piece flexible stencil will be 
gladly sent upon request. 


The Smart Addressing Machine Corp. 
Dept 50. 743-46 Main Street, BUFFALO, N. Y. 
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Use This Machine and 





Watch Your Footings INCREASE 


[NCREASE your deposits. Keep in 
touch with your customers. Reach 
out after new business 
strong, direct advertising. You can do 
it now ata fraction of the cost of printing. 
You can duplicate form letters, bulletins 
and forms—typewritten, hand-written, 
andillustrated withoutsettingtype, with- 
out OT ‘O without EI with a 
oro. DU Eee 


Used by growing banks everywhere. Anyone 
can operate it. 50to 75 copies a minute and at 
a cost of 20c per thousand. 

e have many samples of bank letters and adver- 
tising matter—successful ideas that other banks are 
using with profit. Write for copies of them. 


FREE TRIAL 


The Rotospeed with complete equipment, will be 
sent to you on Free Trial. Use it. Try it out. 
Compare it with any other duplicator at any 
price. It will save its cost before you have 

to decide whether to keep it or not. 





The Rotospeed Co. 

321 E. Third Si. 

Dayton, Ohio 

Send at once, with- 
out obligation to us, 
booklet, samples of 
bank advertising and 
THE ROTOSPEED details of Rotospeed 


Mail the coupon for booklet 
and details of this unusual 
Free Trial Offer. 


COMPANY Free Trial Offer. 
321 
E. THIRD ST. Name 


DAYTON, OHIO 
Address er 
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Burroughs 
Company, Utica, N. Y. 
and statement machines—are shown above in operation. 
Note the neat arrangement, the conservation of space, 
the accessibility of the ledgers. 
are posted on these machines with speed and accuracy 


Twenty Machines serve the Citizens Trust 


Eight of them—ledger posting 


Accounts and statements 


ADVERTISING SECTION 
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entirely in harmony with the. efficiency of the machine 
arrangement. “[welve other Burroughs—eight of them 
straight adding machines, one Duplex and three Calcu- 
lators—perform all other figure work in this bank, the 
Calculators being particularly valuable in figuring interest 
on savings accounts. 
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/ Burroughs 


Clearing House 








WILLIAM |. TABER, Presivent 
WATSON T. DUNMORE, Vice Presivent 
EDGAR B.ODELL, Vice Presioent 
FRANK H.DOOLITTLE, Vice Presivent 


DAVIO G. JONES, Vice Presiven 
ano TRUST OFFICER 


SYLVESTER B. FRENCH, vy pte PREsioen 





URROUGHS Machines 


are like Safe Deposit 


Vaults, says William I. ‘Taber, 
president of Citizens Trust 
Company. The latter pre- 


vent loss of valuables placed 
in them. The former pre- 
vent loss of time and money 
through errors. 


Eight bookkeepers, with 
eight Burroughs Machines, 
keep 8,000 accounts accu- 
rately balanced and 8,000 
statements posted up to date 
in this bank —twice as many 
as the same force was able to 
do with pen and ink. 




















CITIZENS: 


ane Trust COMPANY - 





CAPITAL 
SURPLUS & PROFITS 
MORE THAN $1,000,000.00 


FRANK C.THURWOOD, Secretary 
EOWARD FUESS, Asst Secretary 
G.LYNN MARRIOTT, Tracasurer 
JAMES H. ROLLING, Asst Treasurce 
C.T.WIENKE, Assistant TO PREsiDENT 


GENESEE,SENECA & COLUMBIA STREETS ero ee eee 


UTICA, N.Y. 


o MGR Bono | Dery 


March 25, 1920. 


Burroughs Adding Machine Co., 
Detroit, Michigan. 


Sentlemen: 


At the present time twenty posting, 
adding and calculating machines are required 
to take care of the large daily volume of bus- 
iness passing through the offices of this Trust 
Company. Of these, eight are Burroughs Posting 
Machines, accurately caring for the more than 
eight thousand checking accounts - four machines 
handling the ledgers, while the other four keep 
these eight thousand statements always posted 
to the current date, and ready for immediate 
delivery to our patrons. The remaining machines 
are of the types necessary to care best for our 
various requirements, our equipment being ene 
tirely Burroughs. 


Perhaps this thought has never occurred 
to you. The use of our Safe Deposit Vault means 
this -- there is no loss. No question of making 
good the value of something destroyed, or lost, 
through fire, burglary or even misplacement 
enters into consideration. THERE IS NO LOSS. 


It is along just such a line that 
Burroughs Machines and Burroughs Service appeal 
to us so strongly. It is service which keeps the 
machines ready for constant use. There are no 
vexatious and unending delays resultant from ! 
machines out of commission or from errors in fige 


uring. THERE IS NO LOSS. 


It is our pleasure to express thorough 
“or in the use of Burroughs equipment. 


Very truly yours, 


- 


President. 


MEMBER FECERAL RESERVE SYSTEM 


UNDER NEW YORK STATE SUPERVISION 
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NATIONAL BANK 
WOOLWORTH BUILDING, NEW YORK 
Statement of Condition on April 17th, 1920 








Resources 








Loans and Discounts.......... ..--- $170,205,214.51 
United States Bonds, Condens of ‘edadueiiness wae" 

Loans against Government Securities.............0..000. 25,995 ,304.96 
Re IID x50 nike cw ceveaniwacees fndccevekeewn’ 2,636,947.97 
Other Investments................. cqetainmebaina teks oak ale ah 3,672,460.68 
rink tines ote an curiae cenan kin ehasieeoiwns 476,750.00 
Exchanges for Clearing Sia and Cash Items........... 12,633,543.85 
Cash in Vault and Federal Reserve Bank.................. 27,892,335.41 
Due from Banks and United States Treasurer............. 20,254,125.10 
Customers’ Liability for Acceptances by this Bank and 

its Correspondents [anticipated $2,446,743.63]......... 14,581,349.64 
ee re ee ee ee 5,971,100.00 
ee 45.6 5-4 000sneeed vankebeves veined bees $254,319,132.12 
Liabilities 
hs snd an nc dies Susans Aaah cb eeeaeceecbiads $ 9,000,000.00 
8 rere ener sasaki albus aiasis i sitinn’ 9,000,000.00 
Neen ed 1,141,260.71 
Discount Collected but not Earned..................0000-- 1,438,714.28 
igs so Gaby os Cha eeweoewsedaehe’ 1,720,521.08 
EE sat... sv epenbsinanuiins Soedee Kepkinn ss 2,266, 300.00 


Acceptances by this Bank and by Correspondents for 
its Account [after deducting $888,735.34 held by Bank] __17,028,093.27 





en ee 12,000,000.00 
Loans made for Customers ........-.-+++++:. a sesesdecwsenes 5,971,100.00 
ER cist din eck iaenngmsverehenn’ ae EA IEE ap ere Gr 224,753,142.78 
TOTAL LIABIL 2): ee Re en ae are s+ 2+ $284,319, 132.12 








Every Modern Banking Service—Business and Personal 
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Send for this helpful catalog— 


Any one who buys from this book can rest assured that he is 
buying the best in card and filing supplies. 


Library Bureau product is standard. It is right:—whether you 
buy a simple index card—a ledger card—a Federal income tax record 
card—or What not! 


This 64-page catalog is illustrated in color and gives you an in- 
sight into the different qualities of cards for particular needs. 


It lists and pictures all kinds of cards, guides, folders, desk trays 
and transfer equipment. 


Altogether it is just the kind of catalog you will want to have 
handy when you order card and filing supplies of any description. 
A copy will be forwarded to you promptly on request. Write, 
telephone or call at our nearest salesroom. 





Card and filing Filing cabinets 




















systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 

Albany, 51 State street Detroit, 68 Washington blvd. Portland, Me., 665 Masonic bldg. Distributors 
Atlanta, 102 N. Pryor street Fall River, 29 Bedford street Providence, 79 Westminster street  F- W. Wentworth, 
Baltimore, 14 Light street Hartford, 78 Pearl street Richmond, 1223-24 Mutual bidg. San Francisco, 539 Market street 
Birmingham, 2205-6 Jefferson County Houston, 708 Main street St. Louis, 513-515 Arcade bldg. Seattle, 108 Cherry street 

_Bank bldg. Indianapolis, 212 Merchants Bank bldg. St. Paul, 116 Endicott arcade Oakland, 1444 — Pablo avenue 
Bridgeport. 989 Main street Kansas City, 215 Ozark bidg. Scranton, 408 Conneil bldg. tee Seas fic El i 
Buffalo, 120-122 Pearl street Milwaukee, 620 Casweil block Springfield, -Mass., Whitney bldg. Los Angeles, 440 Pacific Electric 
Cleveland, 243 Superior arcade Minneapoiis, 428 Second avenue, South Syracuse, 405 Dillaye bldg. . 
Columbus, 20 South Third street New Orleans, 512 Camp street Toledo, 620 Spitzer bidg. Parker Bros., 
Beaver. tone Gos ond Haeesric bldg. Newark, N. J., 31 Clinton street Washington, 743 15th street, N. W. eo Field street 

es Moines, ubbe g. Pittsburgh, 637-639 Oliver bidg. Worcester, 716 State Mutual bidg. ° Salt Hye SY City, 100 Atlas bldg. 





FOREIGN OFFICES London Manchester Birmingham Cardiff Glasgow Paris 




















To facilitate deliveries 
we maintain production 


at these points: 


Benton Harbor, Mich. 
San Francisco, Calif. 
Holyoke, Massachusetts 
Kansas City, Mo. (Nest 


plant ready July Ist). 


BAKER-VAWTER LoMPANY 


Originators and Manufactarers Loose Leaf and Steel Filing Equipment 
Canadian Distributors: Copeland-Chatterson, Ltd. 















































Metal Tip Guides 


end the wasteful ‘‘dog-eared”’ file 


OU can make your Vertical and 
Card Index Files more durable and 
easier to handle with Baker-Vawter 
Metal ‘Tip Guides. 
These nickel-plated steel tips extend 
deep into the card and give the guides 
longer life yet sacrifice none of the 
flexibility that clerks find an aid to 
quick reference. 
The opening of each Metal Tip gives 
ample room for large, legible word- 
ing—2 lines of typewriting with 17 
letters in each line. 
Labels of Metal Tip Guides, being 
removable, permit changes and allow 


you to adapt the index to your indi- 
vidual needs. 


You can end the wasteful ‘‘dog-eared”’ 
fle instantly with Metal Tip Guides. 


Write for samples today. 





, Brampton, Ontario 

















